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It’s 


FE MorTION that Makes 


ales 


By JOHN F. BRESNAHAN, M.D. 
Medical Director,-St. Mark’s Hospital, New York 


OMETIME ago the 
writer spent an eve- 


ning with the Editor 
of .REcoRDER, discussing the 
psychology of buying, sell- 
ing and advertising. At the 
end of the evening, the 
Editor suggested that the 
high points of our conversa- 
tion ought to be noted down 
so that his readers might 
agree or disagree with what 
seemed to us pretty good 
common sense, even if it 
were somewhat scientific. 

In the first place, some of us are getting rather tired 
of the frequent use of the word “psychology.” It is 
rapidly descending to the same status as the word “effi- 
ciency”, a word which makes some of us bristle when we 
hear it, owing to our experience with so many efficiency 
experts who were really first class executioners of the 
goose that laid an occasional golden egg. 

Translating the Greek into English, psychology is the 
study or the science of the mind. The mind, or con- 
sciousness, is looked on by most of us as dictating our 
behavior. This may not be quite so true as we think— 
but more of this later. Now, we are all interested in 
behavior, although unfortunately most of us are mainly 
interested in the behavior of someone else besides our- 
selves. 

If, however, we admit that what is sauce for the 


Few people really think,says Dr. Bresna- 
han, a close student of human behavior. 
What we term thought is guided, not 
by the rules of pure logic, but by our 
desires—our emotions. 
universal characteristic in the promotion 
of sales—how to vary the appeal so as 
best to fit the varying degrees of men- 
tality with which the country is popu- 
lated—are interestingly described by the 
author—Editor’s. note. 


goose might also be appetiz- 
ing to the gander, it ought to 
be interesting for us to think 
about our own behavior. 
Why do we act as we do? 
Naturally, it is because we 
think as we do, for our 
thoughts guide our actions. 
(Most of us are under this 
impression.) Why do we 
think as we do? Here is the 
crux on which hinges the 
whole question of buying, 
selling and advertising. And 
the answer to this question is habit. 

Curiously enough, habits, whether they are habits 
of conduct or habits of mind, are found to follow a 
kind of routine. These habits have been developed 
through a course of repeated reactions. For ex- 
ample, in the beginning a baby has difficulty in walk- 
ing. Each step seems to be the result of a series of 
special efforts to progress, to keep balance, to main- 
tain the right direction. After a while, however, a 
habit of walking is formed and is done without any 
conscious effort. Walking for the adult is at least a 


semi-automatic procedure. Many of the situations 
in everyday life are met in this same automatic 


fashion. 


How to use this 


UR daily life, however, is so complicated that new 
situations are sure to arise, for which no habitual 
response has been established. When these obstacles or 
difficulties interfere with the smooth flow of the routine 
[TURN TO PAGE 57, PLEASE] 








BOOT AND SHOE RECORDER February 9, 1929 


Why Public Sales 








Two PRIVATE " 
DAYS THURSDAY 
fee 2422 
$10.°1i AND%12.5¢ 
WALWES 


$ 7. 95 


ma tee Ea 


= 
Eoctearyases 


EE oe 


S HENSIS HR 
SISSY mi 
(RO Voce Seace vee ‘ 
Sores / * ) 
wee See aw 
rerteerk trey 


eaaneawane ne Oa phan 


NAME 


AO OR ESS 

































Types of announce- 
ments of private 
sales that have 
brought excellent 
results 
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Many Merchants Find Them Decreasing in 

Value and the Private Sale a Better Puller— 

Here’s How They Work It to Keep Stocks 
Clean 


By HARRY R. TERHUNE 
Field Editor, Boor AND SHOE RECORDER 


UST to cite three instances which strongly 
illustrate the tendency of good merchants 
to do away with long drawn out sales. 

Time was when the stores felt custom de- 
manded that they sell their merchandise four 
months out of the twelve at alleged sale prices. 
It is acknowledged that the big “Hurrah Sale” 
no longer attracts the public, so has long since 
lost favor in the great majority of stores. As 
this method has decreased, the private sale way 
has increased. With this preamble, read what 
these merchants say on this subject. The first 
two are in Washington, D. C.; the third in 
Roanoke, Va. 
Herbert J. Rich, 
of B. Rich & Sons: 
“We never ran a 
private sale, as our 
mailing list was 
much too large. No 
way has ever been 
thought out whereby 
we could  success- 
fully regulate the 
number of custom- 
ers who would 
respond to such an 
appeal. This store 
will hold only a cer- 
tain number of 
people, anyway. 
Searching around 
for something of 
this type, we finally 
hit on this: 
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“There are always a number of folks who come or 


phone in inquiring when the sale will start. We took 
the names of all these people, some 200 in all, and sent 
them cards informing them of a two-day private sale. 

“Practically everyone responded, so the store was 
filled for these two days. Then a small ad in one eve- 
ning paper filled the store for the balance of the week. 
These two sales disposed of all the goods we wanted 
to get rid of. Previously we had been spending good 
money in the newspapers, several times a year, to adver- 
tise our sales. We had been giving the newspapers 
credit for some splendid results. Now we have come 
to the conclusion that this was money wasted to a large 
extent. It was our own prestige which caused the public 
to respond so whole-heartedly.” 

Jack Rosenburg, of The Hecht Co., contributes a 
new idea: 

“Before I start a sale, every staple line in the house 
is thoroughly sized up. During our last nine-day sale. 
we sold more shoes at regular prices than ever before 
during a sale period. A large number of women will 
come into the shoe department with their minds made 
up to buy sale shoes. Afterwards they decide that they 
will be better satisfied with shoes not on sale. The best 
sales force on earth can’t sell what is not on the racks. 
Furthermore, if they know that they have all sizes to 
fall back on in ten or fifteen different lines, they will 





tackle the odd stuff much more vigorously. We have 
three classes of private sales, one for the wearers of 
the top grade, one for the medium grade customers and 
a third for the women employees of our store. 

“All these events come on separate dates, so as to 
avoid overcrowding the department. Accompanying our 
announcements to the high grade group goes a copy of 
a proposed newspaper advertisement with this phrase 
appearing in the letter: 

“*This advertisement will appear in the newspapers 
only if there are enough shoes left after this private sale 
to warrant its appearance.’ 

“On several occasions the newspaper copy has not 
been run, as the private sale accomplished its desired 
purpose. With several hundred girls working in this 
store, a private sale for their personal benefit is greatly 
appreciated by them. This is one of the best means that 
we have found for creating lasting friendships for the 
shoe department throughout our establishment.” 

This is how the Hecht Company words its announce- 
ment of a private sale for employees: 

“There is something that makes you place your con- 
fidence in the ‘Blank’ Shoe the minute you place your 
foot in one. It supports the arch, it’s flexible, and 
above all—it’s comfortable. 

“You, of course, know the value of wearing com- 
fortable shoes, especially while at work. The ‘Blank’ 

[TURN TO PAGE 92, PLEASE] 
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“ Shoe Salon at the Bellevue-Stratford 


Society “Function—wrth Shoes 


A New Appreciation of Footwear Fashion By the Public 


HE Bellevue-Stratford ballroom, with Louis IV 
background, gorgeous shoes and brocades, occa- 
sional tapestries and fountain nooks successfully 


showed to two thousand peo- 
ple recently how art and at- 
mosphere were the necessary 
backgrounds to display supe- 
rior merchandise. Proof was 
found that it is possible to 
put advertising in an affair of 
style without the taint of com- 
mercialism. 

The salon idea, with collec- 
tions grouped in discreet posi- 
tions, indirect lightings and 
roving spotlights, all helped 
to put across to the public the 
importance of a correct en- 
semble. Soft music and foun- 
tains with lapping waters fall- 
ing over roses conveyed such 
a restful and artistic atmos- 
phere that visiting guests 
stayed throughout the tea 
hour, well into the evening. 
While the showings were 


‘from 11 to 830 p. m.,, it 


of Philadelphia 


Simplicity, luxury and orchids—the slip- 
pers at $1,000 per pair 


was necessary to keep the doors open until 9.30. 
Active modeling was featured at 11, continuing 
through until 8.30 p.m. Palm Beach and sportswear 


were displayed by five models, 
five daytime types, and ten 
models showed the evening 
mode. 


HE tri-color motif was 

outstanding. Red and 
white with yellow accents in 
two-piece sports frocks were 
combined with a white buck 
shoe with red wing tip and 
quarter. The red silk shoelace 
was also featured. Bonnie 
Blue and white crepe three- 
piece daytime types were 
combined with the dark blue 
kid‘ shoe, with a light color 
lustre trim and a high riding 


‘strap and center buckle. The 


small blue-tam was used to 
complete the ensemble. 

Dark brown, yellow and 
white were shown in spec- 
tator sports, which effected the 
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white and brown shoe, buck and kid being used. 

A beige Etamine sports dress for the matron fea- 
tured the two-strap in beige suede and kid with 
center buckles. The accent of the green scarf about 
the neck punctuates a smart color combination. 

A Patou blue town suit of wool featured a double- 
breasted gray waistcoat, made doubly smart by the 
combination of a tailored pump of color Patou blue, 
with stream lines of dark blue lizard. With this en- 
semble the new upturned turban of Patou blue was 
shown. 


HE dressier types of daytime clothing featured 
a gray beige one-piece silk frock—an oxford 
of lustre and crushed kid with a bird-wing motif on 
the tip of the shoe, which added a new angle line. 
The afternoon chiffons, deep blues, deep greens and 


yellows harmonized with crepe pumps. These pumps | 


featured the same shade of the frock, or two tones 
deeper, relying on a lighter colored lustre kid or 
silver accents for the dressier type. The very dark 
brown ensemble favored the neutral brown shoe. 

The evening mode was shown in yellow, blue, 
black and chartreuse combinations. The yellow 
chiffon combined a chartreuse green crepe pump with 
gold trims, relying on the accent of a blue fan to 
bring the quality of color together. 

Innocent pink, which is an off-shade of pink, was 


Three types of society women— 


débutante, matron and daughter 


eae eee ee 
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The débutante wears silver brocade, with color 
in her attire being confined to the red fan 


shown with silver brocades and a white satin dinner 
dress with back drapings was startling when com- 
bined with red crepe, open shank, evening slippers 


with high-riding gold straps. 


The more sophisticated woman wore the new and 
novel ankle bouquet, which consisted of an elastic band 
for the ankle and a little old-fashioned cluster of 
flowers. 


HE black dinner gown in chiffon and lace com- 
plemented the black slipper with silver and gold 
accents. Argentina red was shown in an evening en- 
semble. The tri-color slipper in red, blue and gold 
brought the sun-tan effect into the evening program. 
The Palm Beach fabrics which were shown were 
buck and kid Morouka, Contrassee, Crepe, Shantung, 
linen, braided effects and embroidered types. The 
stylings were pumps, high-riding straps, center 
buckles, high-riding, one-strap side buckles, gore 
pumps and two-straps. 

The daytime materials—kid, crepe, crushed kid and 
kid combinations, water snake, buck and kid combi- 
nations. The daytime mode favored blue in all tones, 
black, beige and brown, red and white, greens, natural 
beiges and whites. The combinations were gray- 
brown and blue and brown and beige. The types 
were pumps, one-straps and gored step-ins. 

[TURN TO PAGE 92, PLEASE] 
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Geiting More Shoes Sold Right 
A War of Desires 


LL the elements of conflict, man with man, in- 
dustry against industry, and farm against city, are 
being aroused by tariff discussion. 

A little Californian rancher, with a few acres of 
lemons, wants all Italian lemons barred out. His 
neighbor who wants bags for his grains, calls for a 
free trade on sacking. A little cow man wants five dol- 
lars for a cow hide, but expects to continue to get a 
pair of shoes for four bucks. 

The little cattle grower who listened to the recent 
price flurry in leather and expected more money for his 
rake-off, because of the statistical showing of a scarcity 
of hides, now figures that he was taken for a buggy 
ride, and nobody wants the pelt tacked on the barn 
door. He is in the mood to compel the American tanner 
to buy that hide off the door even though it is cut and 
slashed, and almost worthless for shoe leather. He 
‘wants a tariff on hides, if for no other reason than to 
move that one hide and keep even a better hide out. 

Can the shoe industry go before Congress with a real 
case, arrived at through a unity of the shoe craft? Shoe 
manufacturers want free hides and a duty on shoes, 
although some of them consider that we are better off 
as we are—everything free across the board. The calf- 
skin tanner wants a duty against European finished 
calfskins. The kid tanner wants complete freedom, for 
95 per cent of his raw stock comes from abroad, and 
if a raw stock duty goes on there are methods of re- 
prisal possible in India in the shape of an export tax, 
if things go against the Empire. 
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The importers of leather have already issued petitions 
for merchants to sign and transmit to Congress, advo- 
cating free hides and free leather. 

Everybody wanting something is working for him- 
self. Shoe men, like tailors, bakers, grocers, etc., are 
unable to see anything but their own business, and their 
own ends. That’s to be expected anyway, for every 
business goes intensely selfish when tariff time comes 
around. 

“The livestock industry continues to stand out as the 
brightest spot on the farm horizon,” says “The Corn 
Belt Farm Dailies,” “and the tariff has taken the stage 
as the center of farm interest, for it is realized that 
under a low tariff, or free trade, the agriculture of this 
country would find it very difficult to compete with the 
lower-cost countries of the world. There is more hope 
for the farmer in tariff revision than in any proposed 
special farm legislation.” 

The farmer has the edge and has resolved to get his 
pound of flesh. The shoe camp is divided—free traders 
and protectionists. It is impossible to show a united 
front. Raw materials must come in free. A duty on 
shoes and leather in certain classifications is needed. It 
would be well to have some protection, even though 
small, on these items, so that the provisions of the 
flexible tariff might operate in the future, if importation 
becomes a serious menace. 

As the situation now stands, free hides, free leather 
and free shoes prevents the President doing anything. 
His hands are tied. He cannot move items from the 
free list to the dutiable list, nor from the dutiable list 
to the free. If the items can be placed on the flexible list, 
then when the import menace comes divisions of the 
trade can ask for the sheltering advantages of a tariff. 
As the picture now stands, the industry is in for an 
internal fight, prior to the hearings, and it looks as 
though there would be no unity of front, except on the 
fundamental schedule of free raw materials. 


Personality Survives 


F a shoe merchant deals honesty with himself he 
must come to the conviction that he gets out of busi- 

ness just exactly what he puts into it. Just store- 
keeping cannot continue to survive. The amount of 
effort and energy that he puts into the selection of shoes, 
and their proper sale to the public, is compensated 
exactly. 

The shoe merchant who is going to continue in busi- 
ness will win out by the power of his personality, and 
the vigor of his business and store in filling a proper 
place in the service of his community. One thing the 
independent shoe merchant has and that can never be 
taken away from him is the “will to serve,” a term used 
to indicate the instinctive regard that he has for the 
proper fit and care of his customer. 

Stores that are to be successful must stay in their 
grades. When a store carries everything, it usually 
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multiplies its items and decreases its effectiveness, for 
its capital and selection are too far spread. 

We are entering a season of concentration of effort, 
where the shoe merchant gives his major attention to 
one profitable group of shoes within grades distinctive 
in their service and profitable in their handling. 

The shoe merchant realizes that chain stores are here 
to stay. The average chain store has everything in its 
favor—location, lease, concentrated stock, shoes for cash, 
and oftentimes a lucky selection of manager and sales- 
men. But, by and large, the human element or factor in 
the service of a shoe store is less effective in chain store 
operation than in individual store management. Per- 
sonality still counts 50 per cent plus with the independent 
operator. 

The merchant who ventures with his own money is 
quick to see the change of selection on the part of the 
public, and proceeds accordingly. In the chain store it 
is a long process of correspondence and when action 
does take place it often comes after the demand has 
departed. Independent stores catch demand the first 
season—chain stores wait until the second. 

Nothing can lick the business man who knows the 
underlying wants of the public in his community, and 
because of this knowledge he is the better business man 
and contributes most to the general welfare. Out of the 
practical experience of the independent merchant, 
whether he owns one or a dozen stores, comes the spirit 
to venture in shoes and to serve the true needs of his 
community. We have not yet reached that sterile age 
when people dress, act 
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is not in the trend toward “down and out.” There are 
many high spots of profit and prestige at retail. There 
is more fundamental, sound prosperity in retail stores 
than what appears on the surface. This is a business 
founded on the foundation of real service and its out- 
look brightens day by day. 


Commodity Exchanges 


N effort is being made on the part of a great in- 
dustry to make the fluctuations in its raw mate- 
rials as orderly as possible. There has been organized 
a Hide and Skin Exchange to establish a more sound 
basis for trading in a standard commodity used the 
world over. 

The theory of the purchase and sale of future con- 
tracts of commodities is sound, and has proved so in 
cotton, wool and wheat. It will take some time for the 
machinery of the exchange to be thoroughly organized, 
and it may be a year or two before its influence is felt, 
and the men interested learn how to use the new tool. 

Perhaps it will do something for the general good 
of the trade in removing the newspaper subject of raw 
hide and skin prices, as they relate to the price of the 
finished shoe. 

The truth remains that the rise and fall of prices of 
raw hides and skins is mighty far removed from the 
price of shoes at retail. It is almost folly to use the 
low commodity price as an argument with the public 

on the price of shoes; for 





and have tastes alike, so 
that the immediate future 
holds a brighter picture 
for the alert and energetic 
independent merchant. 

The independent mer- 
chant serves best, takes 
a joy in that service and 
profits by giving the cus- 
tomer something not 
measured by price. The 
degree of fitting respon- 
sibility proves his best 
reason for existence. 
We have faith in the fu- 
ture of the independent 
shoe merchant, providing 
he will think as his 
community needs, and 
pour every bit of energy 
possible into the growth 
and development of his 
business. 

We already see an in- 
crease of what we might 
well term “inspired good 
sense.” The situation at 
retail for the small store 
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twelve years. 


existence, 





The Reason Why 


HEWITT’S BOOTERY 
Sheridan, Wyoming 


I am very well pleased with the Boor AND SHOE 


It is up to date, and if a merchant 
will follow its advance style information, he can- 
not go wrong. Have had the RECORDER some 


(signed) A. J. HEWITT 


Did you ever stop to think that up-to-dateness 
in a business publication implies more than 
merely keeping abreast of the times. The suc- 
cessful publication must keep ahead of them— 
sensing the approach of new trends in style and 
new methods of merchandising—solving prob- 
lems before its subscribers are aware of their 


example, the open shank 
slipper that is before us 
now has less than a 
square foot of upper 
material, a few ounces of 
sole and heel, shank, lin- 
ing, button and thread. 

To ask the public to 
pay more for this shoe on 
the basis of raw material 
price increase of a penny 
or a nickel or a dime per 
foot is beside the point. 
The shoe is worth pre- 
cisely what the woman 
will pay for it for its 
desirability. 

The value of the hide 
and skin that goes into 
this shoe might be ex- 
pressed in terms upon an 
exchange, but the value of 
the leather must be ex- 
pressed in terms of the 
shoe manufacturer’s need, 
and the buying public’s 
pocket book. 


Re 


President. 











BOOT AND SHOE RECORDER February 9, 1929 


An assembled box 
display designed for 
a larger window for 
use against @ con- 
trasting background 


‘Uariety in the Window 


Fixtures Like These Can Be Combined in a Dozen or 
More Pleasing Groups or Used Separately 


P ICTURED on these two pages are four window type. On the left is the fixture of highly polished metal. 


display fixtures which represent the basic types On the second page is the fixture of wrought iron. 

now in general use throughout the country. Above As these types have developed, one after the other, 
is the box-type fixture, which was one of the first to combinations employing as many as three of the types 
appear when the so-called art moderne invaded the have been evolved by clever decorators. Today, with 
window trim field. At the bottom, right, is the plaque even a limited number of each type the average merchant 


The fixture of polished alumi- 
num is one of the newcomers in 
the field of window trimming. 
It comes in cone-shapes, as 
shown here; also in cylindrical 
and other simple geometric 
shapes. The plaque type fixture 
at the right can be used as an 
effective piece in the center 
background. 
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can have windows rivalling in excellence those seen in 
the big metropolitan centers. 

The simplest and one of the most effective combina- 
tions is that embracing the use of unit box display fix- 
tures with those of wrought iron. More effective win- 
dow treatments can be secured, in this case, by using 
the unit box displays (each box a separate, movable 
unit) than with the assembled unit shown at the top of 
the first page. A simple pyramid of box units, three at 
the bottom, two in the middle and one at the top, flanked 
by the simpler type of wrought iron fixture about half 
the height of the pyramid, will make a striking display 
in a small window. 


N a somewhat larger window a large plaque type fix- 

ture could be placed in the center background; with 
low pyramids of box units in both of the rear corners; 
and low wrought iron fixtures in the foreground, spaced 
so that the shoes which they carry will not prevent the 
shoes in the background from being seen. Here is a 
combination embracing three of the types. 

The shiny metal units appear at their best in com- 
bination with the box units. 
A unit of the type shown in 
the bottom left of the first 
page might be placed in the 
window midway between the 
two ends and half way be- 
tween the back wall and the 
window front. In the two 
rear corners of the window 
could be used fixtures each 
made of three or even four 
box units, placed one on top 
of the other, resembling a 
book case with very narrow 
front. Or the units could be 
built up into a stairway effect 
placed flush against the back 
wall of the window, or cater- 
cornered. 

In wrought iron there are 
fixtures with several curved 
arms which may be used in 
the center background 
flanked by the same arrange- 
ment of unit box fixtures as 
that mentioned before when 
the use of the plaque type 
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fixture was under discussion. 

Generally speaking, and again with the small window 
in mind, the simpler types of wrought iron fixtures are 
to be preferred to those which are more ornate. And 
the lighter looking ones, similarly, make a better im- 
pression than those wrought from heavier gage metal 
which, except in the larger fixtures, gives an appearance 
of over-weight and clumsiness. For small windows those 
wrought iron fixtures which hold no more than two 
pairs of shoes are recommended and preferably those 
holding only two half pairs. 


NE of the big advantages of the wrought iron fix- 

tures is that, in their natural color—a very deep 
gray—they can be used in harmonious combination with 
any other type of fixture no matter what its color may be. 
There is no clash between dark gray in small quantity 
and any color of the spectrum. And, on the other hand, 
if it is desired to have a trim in which all the units 
are in one color, there are many paints on the market 
with which the iron fixtures can be colored. 

The plaque type ornaments are perhaps the easiest to 
‘plan with, as many simply 
shaped ones can be made by 
the merchant himself if he 
happens to be a bit of a 
carpenter or can be turned 
out of composition boarding 
by any man with cabinet 
working experience. If home- 
made, the only limit on shape 
and size is that imposed by 
the imagination of the mer- 
chant. Circles, triangles, 
diamonds and squares are the 
simpler geometric shapes 
which can be used with good 
effect. 

They can be painted with 
flat tints—covered with plain 
or patterned wall paper—or 
covered with fabric, either 
patterned or plain. The color 
and degree of patterning 
should be selected carefully, 
however, as it must never be 
so striking as to take the 
attention from the footwear 
displayed against it. 





Wrought iron fixtures look 
their best when simple m 
design and made of fairly 
light gage metal. They 
come in a wide variety of 
sizes accommodating from 
a half pair to a dozen full 
pairs. The smaller ones 
are best for all-around use 






















A. G. HEINMILLER 


Advertising Manager, 
Brouwer Shoe Stores, Milwaukee 


stores. When merchandise is handled week 

after week with the same old line of patter, it 
is likely to go stale. The mind of the clerk who con- 
tacts the customer needs a fresh idea every day to help 
him get more shoes sold right. 

One of the best stimulants of retail store activity is 
the single multigraphed sheet termed The Slipper, 
issued for the Brouwer Shoe Company, “to slip over 
some ideas for our mutual good.” 

The editor of this little sheet is A. G. Heinmiller, 
whose motto is, “The shears are mightier than the pen.” 
His note book is busy all the time to get these little 
crisp “fish hooks of the mind.” He spent a number of 
years in general advertising. and conducted The Milwau- 
kee Shopping News prior to coming to the Brouwer Shoe 
Stores in Milwaukee. 

The Milwaukee Shopping News has now a circulation 
of 125,000 copies in Milwaukee and suburbs, and the 
delivery system is as nearly waste-proof as can be 
effected with 300 boys employed and divided into eight 
districts, run by four distribution managers, who devote 
_ their entire time to this work. 

Mr. Heinmiller played a part in the shop talk sessions 
of the Chicago convention, and here is a cull of the 
ideas that appeared in this store salesman’s contact bul- 
letin, The Slipper. 

Successful merchants get 85 per cent of their busi- 
ness from their old customers. How many “repeaters” 
do you have? 


Ne talking points are needed every week in shoe 


* * * 





Of 100 customers who quit buying at the average 
store—68 per cent just drift away, 14 per cent have 
grievances, 9 per cent quit because of price, 5 per cent 
have friends in other stores, 3 per cent move, 1 per cent 
are dead. 
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and More Sales per Person 


How many cards did you give out today? 
* * * 


Did you put the size information on the back of the 
card? 
* * * 
Did you get the customer’s name and address? 
* * * 
Be cheerful—sale or no sale! 
ae ae 


No, you can’t sell the extra pair to every customer, 
but if you do it only once a day or even every other 
day it will be worth while. And some of those that 
you suggested it to, may begin to see the need a few 
weeks from now. 

* * * 
The extra pair should be a different pair. 


* * * 


Don’t wish for sales, study salesmanship. 
*x* * * 


Are you increasing the average cost per pair to your 
customers? You are doing them a good turn when 
you do it, because they will get more satisfaction out 
of the better shoe. And incidently (yes, it must be in- 
cidently) your commission increases. 

*x* * * 


Talk less and you will sell more. Don’t force sales. 


* * * 

Don’t tell all that you know the first time. Give the 
customer a chance. 

* 
If the customer doesn’t like it, bing! back into box 
or on the chair it goes. No! No! let the customer feel 
that you still think it is just what you said it was. 
Maybe it’s the only pair you have that fits and you can 


come back to it again. 


* * 





[TURN TO PAGE 91, PLEASE] 
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GROUPS 


(ammuar saces) 


LESS THAN $5,000 
5,000 TO 9,999 
10,000 TO 24,999 


25,000 TO 49,999 

ae 
i ae 
r+. Bay. 
Wilh hiygpre 
BALTIMORE, 


50,000 To 99,999 
100,000 To 249,999 
° 
000 AND oveR ——— 


# ATLANTA, 





METROPOLITAN SAN FRANCISCO. 


BOOTS AND SHOES 


a an 
/ WY L 
LZ 
: Yuji 


CHICAGO, DENVER, SEATTLE, SYRACUSE 
METROPOLITAN KANSAS CITY, METROPOLITAN PROVIDENCE, AND 


SALARIES 


AND WAGES INVENTORY 
; ame -6 2.6 


5 

















U.S. BUREAU OF FOREIGH AWO DOMESTIC COMMERCE 2-0 3782-46 





An interesting survey made by the U. S. Bureau of Foreign and Domestic Commerce, divides 

all retail shoe outlets into eight classes, defined by the gross annual sales and then shows how 

many there are in each class and how the number of employees, salaries, inventories and sales 
compare with the totals of all stores surveyed. 


It’s 


EMOTION that Makes Sales 


[CONTINUED FROM PAGE 47] 


(habits), then consciousness comes to the rescue. It 
may be that a slight shift in the series of habits (routine) 
already formed may be all that is necessary. But if a 
ready-made response will not meet the situation, the 
human being has to stop and think, to reason out the 
situation and make a judgment as to what to do. This 
capacity of the human to reason and form a judgment 
is what distinguishes him from the lower animal. 

Now, there is a great difference in the capacity of 
different people to think, and there is a great difference 
in the value of the thought, after they finish thinking. 
And there is a great difference in the speed and facility 
with which the thinking is done. Now the strange thing 
is that investigation shows much as we may think to the 
contrary, that thinking is seldom a calm process of pure 
logic. It is a process which is biased and guided by 
our desires. 

In fact some investigators assure us that our usual 
process is to act (because of inherent desires) and then 
speedily justify our action by finding a reason for it. 
This process is known among scholars of the subject 
as “rationalization.” For example, in passing a hat 


store today I hesitated on seeing a good looking derby 
hat in the window. I said to myself, this gray Fedora 
hat of mine is really a Spring hat. In fact, I bought 
it last Spring. It isn’t very dressy either for the winter. 
I will probably go to a few dances and it doesn’t look 
very well with my dinner jacket. I really ought to have 
a black derby for the winter anyway. Dark things for 
Winter; light things for Spring. And I went in and 
bought the hat. If I had told myself the truth, after a 
heart searching analysis, I would have discovered that 
the day before yesterday, I met Mr. Parker on the 
street and thought how prosperous he looked, how well 
dressed, and I noticed he had on a black derby hat. The 
emotion of rivalry flashed for a fraction of a second 
through my mind. I felt myself as good as he; I 
wanted to look as well, if not better than he. His black 
derby hat seemed to give him an appearance of dignity. 
The thought passed on, as did Mr. Parker. But that 
thought passed right out of my conscious mind into my 
subconscious mind. It was stored away, unknown to me. 
Then two days later, I passed a shop window. The sight 
of the black derby was a stimulus which summoned 

[TURN TO PAGE 92, PLEASE] 








“Reuben,” in the sense that the city slicker was 

wont to classify dwellers in the rural districts. In 
the second place, granting that there were such things 
as “Reubens,” they are already in town. They have 
been in for quite some time. 

The automobile and the radio and the magazine and 
the newspaper and the moving picture brought them in. 
They may live in the most remote of rural districts but 
they are a part of the city—just as much so as if they 
actually lived on Main Street. 

The ruralist sits down in the evening and tunes in on 
any city that his tubes and batteries will bring in. He 
listens to the latest music, the very last word in songs, 
all the news of the day, the markets, and tops off with a 
sermon, a political speech or lecture on Egyptology. 
If the notion takes him he will roll the car out of the 
garage and, with wife and children, speed away to town 
where a good movie show is featured. There all hands 
see the stars of the screen and their latest clothes. 


I the first place there is no such animal as a 


HE rural family may sit at home, quietly, radio 
tuned out, and read a half dozen magazines, news- 
papers, farm publications, agricultural reports, etc. Yea, 
Reuben is at home but he is in town. His family knows 
as much about what is going on as any family anywhere. 
His children ride in a big, comfortable, autobus hold- 
ing half a hundred other school children, to a central 
grammar or high school. The little old red school house 
is empty unless some thrifty farmer has purchased it and 
utilized it for storage of hay or grain. The children 
get the same education as those of the biggest city. In 
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fact the union central high school may be situated in a 
good sized little city. So, you see, Reuben comes to 
town to school. 


ELL, what has all that to do with shoes? you ask. 

A whole lot and then some. It has so much to do 
with shoes that many good shoe merchants have com- 
pletely revised their way of thinking concerning rural 
trade. No longer does the wise shoe man think of “farmer 
shoes,” or plow shoes, or shoes for the “country jakes.”’ 
No longer does he mark off that great and important 
rural trade as something that is beyond his reach or 
not worth his while. No, sir, he goes right out after 
that trade just as he goes after the trade of any other 
class. He knows that farmers, their wives, daughters, 
sons and hired help, are a desirable class to have as 
customers, 

Also he knows that they know just as much about 
shoes as Mrs. Elm Street, Mrs. Over-the-tracks, or any 
of the city folk. He sells them shoes of the same kind, 
price, style, quality, and counts his profits large because 
he has sensed the trend of the times. 


E knows that the farmer would sneer at a pair of 
those ungainly, heavy-soled brogans that once were 

the delight of the “clod hopper.” He knows that the 
farmer’s wife and daughter would walk out on him 
should he try to sell them the shoes that once went for 
“rural trade.” These people want pretty shoes, well 
made, stylish shoes at prices in keeping with their values. 
Very recently, here in California, the writer looked 
in on a clearance sale being conducted in a small country 
[TURN TO PAGE 91, PLEASE] 
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AULT: SHACKFORD 


Al211 


To Retail at $5 & $6 
A1162 IN STOCK 


DESCRIPTIONS and PRICES cli 





N9357—Log Cabin elk. lizard trim, J —Black kid, 13/8 leather heel, 
D $3.66 o D , $ 


Bearfoot sole, A to 
N8057—-Same, white elk, ~ _ef. trim, : -Same in patent, A to D. $3.35 

white Bearfoot sole, A to $3.6 
E4487—-Same in brown kid, A to D..$3.45 


3.35 


N8157—-Same, smoke and bd Cabin, 
Gy OS FO Noe vnc ctcvescacees $3.60 A1187—Same in black kid. Avenue 
tA1211—Black kid, 14/8 wood heel, — last, A to Des.s.eeeeeeee ee ee sees $3.35 


AA 75 ike , 
A2287—Same in patent, Avenue last, 
“e1ai1~Same on Copley last, AA to Ye. Sey oe i ..$3 
ee deCh PS weed wis ede st vencerg et $3.75 
° ‘ > *A4487—S:; , bre ‘ Ave > 
cone & white kid, Avenue \ oD =. Seewn Os, auent™ 
ast, to $3 85 a , 
*C4611—Same & white kid, Copley +A2261—Patent, 14/8 leather heel, a. 
ast, to $3.85 coeece 3.99 
— - fawn calf, Avenue +A1161—Same in black kid, AA to I¥.$3.35 
ast, De Ul ak doRng 806-0 6-ba00-é $3.75 
- a C1161 Sz black kic o Cople 
*C5211—Same in fawn calf, AA to C.$3.75 essev last. AA to >... 2 , a : "$3 35 
re age | - owe calf, Copley me Capsi- 1 7 in patent, on Copley last, — 
hee “5 apes Kid, 14/8 wood heel. 
A D 75 D1139—-Black kid, 12/8 leather heel, 
E, EEE .. : ‘ $3 
chi dae on Copley last, A to D.$3.75 
AS362—Same in fawn calf. leather Al1138—Same on 14/8 leather heel 
heel, AA to D $3.45 Avenue last, AA to D $3 
*V4462—Same in sewn kid, 11/8 A2238—Same in patent, Avenue last, 
leather heel, A to $3.45 A2261 AA to D.. os ¢ 
*C1111—Black kid, 14/8 leather heel. A4438—Same in brown kid, Avenue 
AA to D 3. last, A to D $3.45 
*C2211—Same in patent, AA to D...$3.35 
*C4411—Same in brown kid, AA to 
We RUNS ho 66.6d:0 sw p¥ 0th sd60% coe seve $3.45 
: P *—.In-Stock at Auburn, Me., only 
+E1111—Same S black kid, Eastland 
last, AA to +—In-Stock at St. Louis, Mo., only 
Mh we in patent, Eastland last, $3 A- vous dest - Contes ~~ o— 
Do'lvy Dimple last: E—Eastland last; N 
+F4411—Same in brown kid, Eastland N‘hlick last: V—Vassar last. Nos. 1162, 
$3.45 D1139 5362, 4462 ready for delivery February 15 


last, AA to D 


These eight “Ann Elise” welt patterns are Ault-Shackford salesmen are in their terri- 
certain mid-winter sellers—unequalled any- tories, covering the entire country—many 
where for quality and merchandising value at new patterns of “Ann Elise” and Wise & 
$5 and $6 retail. Order from Auburn, Maine Cooper “Fashion Welts”—a longer, stronger 
or St. Louis. line, retailing $5 to $8. 


AULT=SHACKFORD SHOE COMPANY 


Auburn, Maine 416 No. 12th Street, St. Louis, Mo. 
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THE 
Arcu Form 


shoe never stays 
the designer’s hand! 











$8.50 retail... New 


scientific construction 


..- Light and airy styles. 











OE secs, French and Cuban heels 
(In arch shoes? YES!) Light, airy styles—slim, attractive lines 





(Certainly)—The newest trimming tricks! And comfort! That 
is the new Queen Quality Arch Form. 
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There’s no mystery about it. Queen Quality simply had the 
genius to reverse the whole order of arch shoe manufacture. 
Instead of dressing up a comfort shoe, we built into beautiful 
shoes our orthopedic principles of proper foot care. 


At $8.50 retail, what a line this is to sell not only to your 
regular comfort shoe customers but to younger women who 


hitherto balked at a health shoe that looked the part. 


These shoes are ready for shipment now. Judging by the re- 
sponse we received from that little hurry-up memo attached to 


our first announcement, we do not have to suggest the impor- 





tance of your seeing these shoes immediately. 


A line from you will bring our representative promptly —he 


is anxious to talk to you in terms of excellent profits on this 


sensational shoe —to be made here and now — this spring! 


LIDO LARK 





Queen Quality Address 


Show me the shoes! City. 











THOMAS G. PLANT CORPORATION, BOSTON, MASS. 
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Display =a AY 5 
VU, Mo, 


F . . and 
THEY WILL SELL 
ON APPEARANCE = 
¥ ALONE... fp 


NOT TO MENTION 
that abiding reputation for comfortable 
wear which is national. With the en- 
thusiasm of our In-Stock Service 
behind you—it is easy to build 
a reputation as “The 
Humpty-Dumpty Store”’ 
in your community. 





WILLITS SHOE COMPANY p,flalifax 
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The Season’s Smartest 
Sole—Plytex! 


carry—and feature—Plytex Soled Shoes. For 

shoe buyers—those who sense the public pulse 
—know that the smart shoes of today must be 
stylishly soled. And they order Plytex Soles because 
they know that those who discriminate like the dis- 
tinctive smartness of Plytex Soles. 


— HERE are few smart stores today that do not 


In addition, the smart women—those who set the 
style—are being constantly reminded of Plytex Soles. 
Magazines that appeal to women who appreciate the 
finer things are keeping Plytex Soles fresh in their 
minds. 


You know that advertising will make people ask for 
Plytex Soles; that your own customers will be looking 
for them. Don’t make excuses for not having any. 
Satisfy the demand you are sure to feel by ordering 
Plytex Soled Shoes. All progressive manufactuers 
have them. 


easy ft bX 
Jolep and Heels 





ESSEX RUBBER COMPANY _ Trenton, New Jersey 
New York Boston Chicago Milwaukee St. Louis 


Makers also of Wearite Soles and Tite-Edge Heels 
A 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
‘New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 

The “American’’ Free Service Plan 
“American” engineers and draftsmen are at your service 
os new ideas in seating arrangements. In the 

teen years thousands of shoe store owners have 
Saal dade teas deavrions And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating @mpany 
1016 Lytton Building Chicago, Illinois 


Branch Officee—New York: R. ep aed W. 40th St. 
Philadelphia 708-1211 Chestnut St. 


~~ -. <<. t+ = =) TY TY TT? 


Serie Book, “New 
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REG. U.S. PAT. OFFICE 


Are Popular 


These light, airy sandals complete the 
stylish featherweight ensemble and charm 
the wearer. 


Because they are light, flexible and available in the 
popular charming shades and combinations; and because 
they are easy and comfortable to wear yet neat and stylish on 
all occasions,—they have been definitely accepted by American 
Women. 


The highest quality of workmanship and materials only make up genuine 
Deauville Sandals; which are availa ble in widths AAA to D to insure 
the most exacting and proper fitting. 


The name of the genuine— death oeurdel,_is stamped on 
the sole of every shoe. 





> 


The trade mark Deoumlh Seraale ig registered by 
the Golo Slipper Co. Any infringement of 
the use of this name wili be immedi- 

ately prosecuted. 


GOLO SLIPPER COMPANY 


NEW YORK 
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dhe FREEMAN SHOE 











LOWER PRICES— 


And Quality Better Than Ever & ; 
Style 223 J = £ 

Black Velo upper Leather wake 2 he 

First selection outeies and insoles j ‘ e 

Goodyear Rubber H - 

Built. «= meg la selte "Last 


Style same as above in TAN 
VELO 


IN STOCK—A, B, C and D Width 








ba I ee re TT ea | 


sot Sid 





arene 


Tr -1.cenesaiiieneeaanp teeta 
sta. ctneeeninieeel Pa TEESE a 











ABST ee 


.3 


MGRMSE i huis Ati 














| DIAMOND BRAND 
*. VISIBLE , 


T COLOR EYELETS 


_ THE popular Color 100 Eyelet, the 
best seller in our fast color line, belongs 
n the black shoe. This splendid eye- 
et is made from the very best of ma- 
‘terials. The head of the eyelet is made 
special celluloid, carefully moulded. 
ere are two small diamonds, slightly 
¢ ed on the head of each eyelet . . . 
These diamonds are distinguishing 
“marks of quality. Only the genuine 
¢ them. Diamond Brand Visible 
t Color Eyelets have won the 

admiration of makers and wearers 
of quality footwear. 
Unite Past Coton EYELET COMPANY 
Boston, MASSACHUSETTS 


Color 100 

















HE Flexibility of Celastic Box 
Toes insures real toe-comfort to 
your customers. Style is not sacrificed 
however .. . for Celastic preserves the 
original lines of the last. Walking or 


THE QUALITY dancing is a real pleasure when shoes 
BOX TOE are equipped with Celastic. 


B/C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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CONSTANT COMFORT AND MODERN PROPHYLACTIC SHOES IN STOCK 
AT AUBURN, MAINE, AND ST. LOUIS, MO.—Instant Shipment 














Black Ruby Kid. 13/8 leather . Belmont last. J 193-1 Patent. 14/8 leather heel. Belmont last. 
Th. eseeeece 1 193 Same in black Ruby Kid 

Same in Patent 75 No. 178-1 Patent. 13/8 leather heel. Belmont last. A, B, ©. 
Black Pw Kid. » & ° N 178 Same in black Ruby Kid 

A, B Boneeoss (178-1 and 178 are at St. Louis only) 
= avy ; {| Same as 178-1, on Newport last 
1798 Same as 178, on Newport last 

(179-1 and 179 are at Auburn, Maine, only) 
70-1 Patent. 14/8 leather heel. Newport last. A, B, C, I 
170 Same in black Ruby Kid 
1001 Black Ruby Kid. 14/8 covered wood heel. 
Black Ruby os. . . last. A, B, O, D 

B, E. . . N 1901 Same in Patent 
Black Ruby Kid. “o/s heel. Melrose last. _ E, EE. io. 386 Black Ruby Kid. 9/8 heel. Melrose last. B, 0, D, E, BB. 
Black Ruby Kid. 7/8 heel. Hampton * *s| C, D, B.$1.85 388 Black Ruby Kid. 12/8 heel. Oakland last. B, O, D, B.. 
Same, lower grade. O and D $1.65 1 608 Black Ruby Kid. 10/8 heel. Oakland last. B, C, D, E.. 
Same as 101, with peach lining. Oakland last. B, C, D..82.00 185 —— herd oo 13/8 leather heel. Richmond last. 


Black Ruby Kid. 11/8 covered wood heel. Richmond io. 185-1 
last. A, B, o, D 83.1 184 
i 5 , B, O B, 
ee ae 184-1 Same in “Patent 


Same in Patent. A, B, O, D 4 3 P 
Black Ruby Kid. 7/8 heel, Windsor last. ©, D, E, EE.$2.15 ) 651 a wt bat Kid. Tongueless. 10/8 heel. Oakland last. 
TURN SHOE SPECIALISTS 


AULT-WILLIAMSON SHOE CO. 


AUBURN, MAINE ST. LOUIS, MO. 
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The ARISTOCRAT 


OF HEELS 






a . & » +. 
rs Rive. Bees? 


On the world’s 
«+ finest shoes 


THE UNITED “D” ulffen 


is the HALL MARK of CUSHION HEEL 


STYLE and 
QUALITY 


in RUBBER HEELS 










Look for the 
THE MODERN HEEL “-—-” 
Firm Quiet Tread 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U.S. A. 
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| 
MEN’S STAPLE EDUCATORS 
The Shoes that sell 


and sell and sell 


constant and rapidly increasing demand for Men’s Staple 
Educator Shoes is today coming from every State in 
the Union. 

For more than a quarter of a century the name Educator 
has stood for the perfect combination of desirable footwear 
qualities—correct design, complete comfort, good appearance 
and the highest grades of materials and workmanship. 


In other words Educator Shoes typify absolute shoe satisfac- 
tion, the kind of satisfaction that has developed the saying 
“Once an Educator customer, always an Educator customer.” 














Style 7826 — Black Kid Blucher Ox- 
ford, Standard Ed Last, $5.60. i i itti 

“ah A eo GR de bn te Ge The Standard Educator Last is truly orthopedic, permitting 
and Black Calf. Tan Kid at $5.85. the bones and muscles of the foot to function normally and 


Bal Oxford e e ¢6 . ° * . 
6s tenses age eliminating all undue distortion, stress and strain. 


As the name indicates, the Modified Educator departs in a 
slight degree from the Standard. 

Yet it too is both protective and corrective, being con- 
structed on what is known as the inflare last with a semi- 
flexible shank. This shank gives the Modified Educator a 
glovelike fitting quality and provides a natural exercise for 
the foot muscles. 


From the dealer’s standpoint Men’s Educator Shoes are 
ideal merchandise. Their standard, unchanging style insures 
against depreciation. Furthermore they sell readily and may 
be replaced immediately from our stock. This permits a large 
ot ear aad volume of business upon a comparatively small investment 


Widths A to E. Also in Tan Calf. In i 
a = - and results in faster turnover and greater profit. 


ee The Educator Plan of distribution prevents undesirable 
competition by establishing exclusive Educator Agencies in 
communities. You may still be able to secure the Educator 
Exclusive Franchise for your town or neighborhood. Write 
today for complete details. 


EDUCATOR SHOE CORPORATION 
OF AMERICA 


Offices: 225 West 34th Street New York City 


St a ne DUCATOR 
a SHOES 
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2 Shoe Retailers know that 
RAJAH has been the foremost name in the 
Crepe Sole field since 1922. Combined with 
the RAJAH Slipsole—this Prince of Soles cer- 
tainly proves itself by performance. 


If it be LOOKS you are after—RAJAH has 
that sturdy, sporty appearance that makes 
semi-sport shoes appeal to the customer. 


if it be WEAR you want—the RAJAH proc- 
“ess of Crepe Sole manufacture has made 
- RAJAH soles give unquestioned service. 
If itbe COMFORT you desire—the springy 
softness and resilient tread of RAJAH soles 
are welcome to active feet. 


ALFRED HALE RUBBER CO. 


ATLANTIC - ~~ Established 1837 - MASSACHUSETTS 
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New Type Gaiters for 
Next Winter 


The 1929-1930 Galoshes Show -Hundreds of New Lasts and 
Patterns, Featuring Fit, Style and Lower Prices 


UBBERWEAR styles for 1929-1930 are ready. 
Manufacturers of protective footwear are showing 
hundreds of new galoshes. Traveling salesmen are 

displaying samples of overshoe innovations for next fall 
and winter, and are explaining their selling points. The 
principal interest centers around women’s numbers, although 
the children are fast coming into the fashionable rubber- 
wear picture, with numbers “just like big sister’s.” The 
ladiés have ‘been demonstrating during the past few win- 
ters that they like to wear galoshes, whether it is stormy 
or pleasant, provided “something different” is offered to 
them in a good looking, good fitting, quickly adjusted, model. 


EALIZING that the color and the material of galoshes 
are of paramount importance, rubber footwear manu- 
facturers, at least twelve months ahead of galosh-selling 
time to the consumer, commence to plan with women’s gar- 
ment, and women’s hosiery, manufacturers, as to color, and 
the kind of fabric which they will use. This coordination of 
advance fashion information has led to the very definite 
conclusion that brown will be the predominating shade in 
women’s coats and suits for next fall and winter, that the 
browns in vogue will be in slightly different tones than 
those worn this season, but nevertheless that the brown 
family of tones will rule the galosh shades for the 1929- 
1930 season. The joint stylists on garments and rubber- 
wear have also determined that soft tweeds will have a 
prominent place in the coats and galoshes of milady and 
her daughter for the above-mentioned period. An inter- 
esting note, say the stylists, is that there has been a decided 
tendency on the part of the youngsters to choose colors for 
their rubberwear, instead of the prosaic and historic black. 


MONG the interesting new overshoes are the snap- 
fastening models. For instance, the Hood Rubber 
Co. has recently brought out its new snap-button fastening 
style, with two and with three snaps, and with deeper cuff 
feature, which it claims is so designed as to automatically 
give a perfect fit. It is furthermore claimed that every 
line is perfectly straight and retains the slenderizing pat- 
tern and the natural lines of the foot and ankle, and that 
there is only one way to put these galoshes on—the right 
way, as they adjust automatically. Among the new me- 
dium and high-heeled models, The Hood Rubber Co. is 
now offering a slim last, which it is claimed takes care of 
extremely slim feet and ankles, requiring a careful fit in 
order to give the upper a neat appearance. For instance, 
a girl with an AAA foot may be easily fitted in the slim 
last. 


HE new galoshes are made to fit as perfectly, if bought 

in the right heel heights, and in enough sizes, as does 
the leather shoe. In the days before galoshes had entered 
the fashionable footwear stage, there was often much “jaw- 
ing and gaping,” as the rubber shoe men term ill-fitting tops 
and ankles. Whether the instep was high or low, the same 
type of overshoe was often sold to the customer. In the 
new and well-made types of galoshes, there are so many 
lasts, patterns, and improvements, incorporated that all feet, 
whether they are slim or fat, shapely or unshapely, may 
be correctly fitted. And all of this, too, in the popular- 
priced numbers, selling at $1.60 and $1.80. Last year 
manufacturers of rubberwear tried to match the coat and 
suit fabrics as to color; this year the new styles show that 
color harmony has been the rule in galoshes for ’29-’30. 


Here are two overshoe models for the 1929-1930 
winter season. The one on the left is known as the 
Midwate, because it is “mid-way” in weight be- 


tween the ordinary galosh 


weight and the 


“feather-weight”—it has three snaps—two un- 
der the cuff. The edge of the cuffs and out- 
lying flap are especially tailored. The three 
snap model at the right is known as The 
Tally-Ho, a cuff model in four-buckle galosh 
height—this galosh is also designed for 
the youngsters—fleece lined for extra 
warmth—cuffs can be turned up. By 
actual count, these two snap-button 
patterns can be put on, in a perfect 
fitting, in just 20 seconds. Both are 


popular-priced numbers. 


Maker's 


name on request. 
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“You Cant Use a 
Blind-fold 
CTest 
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So much depends upon your insurance when the emergency arrives, that you 
cannot afford to buy it blindly. It is simply sound business judgment to 
give it the “Eyes-Wide-Open” test. Be sure of two things—first, that you get 
the highest quality of protection the insurance market offers, and second, 
that you pay the lowest cost at which such quality can be bought. 


Central policies satisfy these demands. The Central is the largest and 
strongest Mutual Company in the United States engaged in a general fire 
insurance business. The quality and safety of its policies are unquestioned 
and it has a reputation for prompt and satisfactory settlement of claims. 
With a dividend of 30%, it actually delivers maximum quality of pro- 
tection at minimum cost. 


The careful buyer is bound to be interested in the protection 
and the saving assured by Central policies and dividends. 


}- CENTRAL “ 


Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 





FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT RISKS 
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Enthusiasm Is Half the Battle 
By W. M. SLOAN, Treas. McElroy-Sloan Shoe Co. 


Nowhere in the world does enthusiasm count for as 


much as it does in America. 


Americans are enthusiastic in war and in peace. 

Enthusiasts believe in big things and Americans are 
putting over the big things of the earth right now. 

Enthusiasm bored a hole right through the Rocky 
Mountains and now the trains on the Moffat line out of 
Denver shoot through a rock-ribbed tunnel at high speed 
instead of spending hours at a snail’s pace in crawling up 
to the top of the Divide on the most crooked track that 
was ever operated in America. 

Enthusiasm has always pushed up to the front rank and 
is still leading all advance movements in a world where 


human contact turns the tide. 
In all business, enthusiasm is half the battle. 


The small 


potatoes are drying up and the big ones are growing 


bigger. 


Only the vital and enthusiastic will survive. 


You never have been equipped with such a wonderful 
line of battering rams of value as you have today in your 


hands. 
you. It is up to you. 


Our old slippery friend, Success, is beckoning 
Put up the fight of your life and 


you will always remember 1929 as the year in which you 


moved forward. 


Enthusiasm will transform your work into play. 
Mail the orders “Every day in every way” and all of us 


will grow better and better. 








wae McCABE, who travels 
Texas for the Harsh & Chapline 
Shoe Co., is referred to in the concern’s 
weekly sales letter of Jan. 17 as “a 
giant among the best of territorial spe- 
cialty salesmen in America.” Bill is 
one of those successful salesmen who 
takes for his motto: “Enthusiasm,” 
and who has determined to exceed his 
quota for 1929. 


AX SCHWARTZ of Memphis was 
the winner of the first prize, 
awarded by the Charles Meis Shoe Co. 
at its recently held convention, to the 
salesman securing the most new ac- 
counts in the past six months. Al se- 
cured 67; H. Saatkamp, who repre- 
sents the Charles Meis Shoe Co. in In- 
diana, won second prize; Ray Vance, 
who travels southern Ohio, was third. 
Twenty-eight salesmen attended the 
three-day convention, of which a ban- 


quet was one of the features. Bob 
Toffler presented the prizes to the win- 
ners of the largest number of new ac- 
counts. President Sidney Eisman, and 
Buyers Gus and Charles Levy gave in- 
teresting addresses. 


E. OLDAKER has joined the 
fA... salesforce of the Robinson- 
Bynon Shoe Co. of Auburn, N. Y., with 
offices at 299 Broadway, New York. 
Mr. Oldaker will cover Greater New 
York, Long Island, New Jersey, and 
Hudson River towns, up to and includ- 
ing Poughkeepsie, N. Y., establishing 
agencies on the “Health-Mode” line. 
Mr. Oldaker states that the ‘“Health- 
Mode” line has special built-in fea- 
tures, and that 36 snappy numbers are 
carried in stock from AAAA to E. He 
also carries the “Tru-Step” arch line, 
which has 75 snappy numbers in stock, 
in AAA to EEE widths. 


L. JUDD, 
e of Scran- 
ton, Pa., who for 
the past 15 years 
has_ represented 
the Harrison Shoe 
Co. in Eastern 
Pennsylvania, is 
now out with the 
new boys’ and 
girls’ shoes for the 
C lar k- Kimball 
Shoe Co., Boston, 
with headquarters 
at 202 Lincoln 
Street. Mr. Judd 
reports a very nice spring business. He 
is very well known to the trade of 
Eastern Pennsylvania as he has cov- 
ered that territory for about a quarter 
of a century. In the old days, he car- 
ried the Tufts & Friedman line of 
boys’ shoes. He has always specialized 
on shoes for the youngsters—in fact, 
“Mr. Judd’s only hobby, vocation, and 
avocation,” according to L. B. Kimball, 
head of the Clark-Kimball Shoe Co., 
“is selling shoes for the boys and 
girls.” 


W.L. Judd 


EORGE M. D. 
POSEY, 
prominent shoe 
traveler of the 
Northwest, who 
for many years 
represented the 
old firm of John- 
son Bros., Hallo- 
well, Me. and 
later the A. H. 
Berry Shoe Co., 
line, still later, the 
A ult-Williamson 
Shoe Co., recently 
made arrange- 
ments to represent the Ault-Shackford 
Shoe Co. He will carry this line in con- 
nection with that of the Ault-William- 
son Shoe Co.’s, in Minnesota and the 
two Dakotas. Mr. Posey is the author 
of several interesting brochures, one 
entitled “The Paths of Glory,” and the 
other, “The Exemplary American,” the 
latter work dedicated to Theodore 
Roosevelt. 


Geo. M. D. Posey 


JO ALGIER, well known Chicago 
shoe traveler, carries the La France 
and Play Fair lines made by the 
O’Donnell Shoe Co., in Michigan, Ohio, 
Indiana, and part of Illinois. 
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W have 


an opportunity 
for a man like 


William S. Bolger 





A real success, while still a young man. 
Read Mr. Bolger’s letter. 


ee F, 
Sar ES EY ER 4 


E of the greatest satisfactions that has come 
to this successful manager is, he will tell you, 
that of having a part in training young men for the 
Company that trained him. Read his own story; 
“Eight years ago I withdrew from college and 
became associated with the J. C. Penney Com- 
pany. Four years ago I was appointed manager 
of a store. In 1927 the Company gave me the 
managership of a larger store, which position 
I hold at the present time. Suffice it to say that 
the past eight years have been the most pleasant 
and profitable of my life. I would be at a loss to 
know where to seek for a better opportunity than 
I have at present.” 


Tia ate, Magee eee 


ge ew gee 








IGE ae 8 Sa 


(Signed) Wri1aM S. Boxcer. 
Medford, Ore. 


NERGY and ambition, youth plus the willing- 

ness to work hard—these are the traits that won 
the goal for William Bolger. The road to success is 
always open in the J. C. Penney Company for men 
who can prove they have these qualities. 


A man of good education, sound judgment and 
business ability, he learned much also in the hard 
school of experience, working long hours, mastering 
every part of his job. The principles of modern selling, 
how to buy and maintain proper stocks, how to apply 
unfailingly the J. C. Penney “Golden Rule” that 
wins confidence and holds loyal customers—all these 
William Bolger learned. 

He was tireless. And he never forgot for a moment 
that somewhere ahead was a J. C. Penney Manager- 
ship for him. He made good, of course, because he 
had the pluck and perseverance that cannot be 
kept down. 

Now he is a man of standing among his fellow 
citizens, with a large yearly income and profit-paying 
Penney stock. 


Pe ic a aed ase cee ee! 


We hain new stores to open all hes time. eatin we paige more men 


to train for the responsibility of managership. 


How do YOU stack up against 
a record like that? 


Is there any real reason why you can’t do as well as 
William Bolger? Wouldn’t you like to have charge 
of your own store, be respected as a fine type of 
American citizen, and be the owner of shares in the 
J. C. Penney Company itself? 

You can do it, too, if you have the grit to go 
through the training we provide—and if you can 
show the qualities we require. Remember, you must 
be not younger than 21 or older than 35, of good 
education and moral character—and you must have 
had retail store training in the drygoods, shoe or cloth- 
ing business. 

- Get in touch with us now, if you feel that you are the 
kind of man we want. In a few years you may achieve 
your life’s ambition. Write to J. C. Penney Company, 
Inc., Attention Mr. J. D. Keyes, Room 1503-F, 330 West 
34th Street, New York, N. Y.; or Attention Mr. E. M. 
De Moss, Room 1051-F, 1010 Pine Street, St. Louis, Mo. ; 
or Attention Mr. Wm. H. Dayton, Room 1323-F3, 1324 
Russ Building, San Francisco, California. 
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ID MINSTER, 

who formerly 
covered the Den- 
ver-West territory 
for the A. J. Bates 
Co., has now taken 
on the selling of 
practically the en- 
tire output of the 
Amalgamated 
Brockton Shoe 
Factories, for the 
Pacific Coast sec- 
tion. Mr. mg air 
associates in the 

Mepeeesne Amalgamated 
proposition are Fred Brewster and Joe 
Abelson who will cover the eastern ter- 
ritory for this concern. The Amalga- 
mated Brockton Shoe Factories consist 
of the plants of Joseph F. Corcoran 
Shoe Co., A. Freedman & Sons, Inc., 
and Craig, Reed & Emerson. 


OHN J. HIGGINS, Philadelphia 

representative for Abbott-Arm- 
strong-Abbott Shoe Co. of Auburn, 
Me., recently dropped dead in a Pitts- 
ton, Pa., drug store, while covering his 
territory. Mr. Higgins was 62 years 
of age. For more than 40 years, he 
had been connected with the shoe in- 
dustry. 


FRED G. PAGE, who sells the output 
of the Padmore & Barnes factory 
of Northampton, England, in the 
United States, sails on the Deutschland 
from New York on Feb. 16, after a 
successful four months’ trip through- 
out the United States and Canada. He 
reports that he has opened accounts 
with some of the leading retail shoe 
merchants in the principal cities of the 
United States, on the Padmore & 
Barnes’ men’s walking and sport lines. 
One of the objects of Mr. Page’s trip 
to Canada was to secure two Cana- 
dian representatives for the Padmore 
& Barnes lines, one for Canada East, 
and the other for Canada West. He 


also opened an office at 320 Fifth Ave- 
nue. Prior to Mr. Page’s present con- 
nection, he was for eight years shoe 
buyer for a London—in fact 
he was the original footwear buyer for 
this concern. He first visited the 
United States in the capacity of shoe 
buyer, and has been making periodical 
trips over here since 1907. e states 
that in addition to the Northampton 
factory, Padmore & Barnes control the 
output of a Spanish factory, who pro- 
duce very _— grade men’s shoes made 
entirely by hand on the P. & B. lasts 
and patterns. He says: “The Padmore 
& Barnes shoes are to the man who 
wishes to be shod with distinction what 
the original Poiret gown is to the 
woman who wants the original only— 
not a copy.” He also says that the 
Padmore & Barnes shoes are made on 
the custom, “Bond Street,” or West 
End, lasts; that in golf shoe types his 
American trade like the sturdy tan 
willow calf, cleated leather sole, with 
nails, rubber studded, protruding 
through the leather sole. “My men’s 
line is made mostly in plain leathers— 
a typically English gentleman’s shoe, 
and I do not consider that it is a com- 
petitor of the United States-made shoe, 
but gives the high class retail shoe 
merchant something that is ‘different’ 
from the domestic output,” said Mr. 
Page. He goes home to assist in pre- 
paring the Padmore & Barnes fall line, 
with which he will return to this coun- 
try early in June. 


A. McELROY has recently 
e joined the sales staff of the B. 
F. Goodrich Rubber Co., and will cover 
suburban Boston and several adjoining 
towns. Mr. McElroy has been identified 
with the B. F. Goodrich Rubber Co.’s 
Boston and New York footwear branch 
for some time, and has a large number 
of friends in the trade. Prior to join- 
ing the B. F. Goodrich organization, he 
was connected with the Platin & Mc- 
Elroy Co., shoe jobbers, of which con- 
cern his father was a partner. 














In the days of 1889, Al Carpenter, C. H. Alden Co's representative 
in the Southland, oft traveled in the manner shown in this picture. 


Here he is sea 


ted on one of his sample trunks in the typical little 


donkey cart of the F sage en route from a Southern railroad sta- 
e 


tion to his hotel. 


covered the same section of the country then, 


as now—and for the same house—the C. H. Alden Co. 
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AM N. J U- 

NEA U is the 
new president of 
the Shoe Travel- 
ers’ Club of Los 
Angeles; Phil 
Ehrle is the vice- 
president, and 
Fred A. Yeaton is 
the secretary- 
treasurer. Presi- 
dent Juneau has 
appointed the fol- 
lowing members to 
constitute the 
board of directors: 
Harry O. Winslow, Charles Loughlin, 
H. A. Sublet, T. F. Feeley, and O. W. 
Launer. Ned Dryfus, Orin Morse, Ed 
Thornton, Charles B. Short, and T. F. 
Feeley have been appointed by Presi- 
dent Juneau to serve on the member- 
ship committee. 


Sam N. Juneau, Pres. 


RECENTLY held sales conference 

of The Bob Smart Shoe Co. was 
an interesting part of a celebration of 
the close of this concern’s most pros- 
perous year. The “get-together” was 
attended by the following salesmen: 
J. A. Drechsler, Western Ohio; Y. M. 
Ellis, Northern Texas; F. Florentino, 
Eastern Ohio; E. J. Goulding, Mich- 
igan; T. Greenberg, Chicago district; 
E. C. Janke, Wisconsin; W. B. Kerich, 
Kansas and Oklahoma; S. M. Phillips, 
Western Pennsylvania; G. A. Thomp- 
son, Tennessee and Alabama; W. B. 
Weems, Mississippi and Southern 
Louisiana. The meetings were in 
charge of General Manager George P. 
Utley and Sales Manager Ray Bum- 
garner. The merits of the new line 
were outlined by James Webster Mc- 
Henry, long identified with the St. 
Louis field and a former Wisconsin 
shoe manufacturer. The “Smart” road 
representatives are now in their re- 
spective territories determined. to es- 
tablish an even higher sales peak in 
1929 than the 1928 record. 


F A. MONTGOMERY, one. of the 
e veteran members of the _ Pacific 
Coast shoe traveling fraternity, died 
in December, at his home in Berkeley, 
Cal., after a short illness. At the time 
Mr. Montgomery retired from the road 
about six years ago, he represented the 
John Cramer & Son and the Hazen B. 
Goodrich lines. 


HIS is the way 

‘Al Carpenter, 
C. H. Alden Co.’s 
salesman in_ the 
Southland, looks 
at the present 
time. He covers 
the territory south 
of Baltimore and 
east of the Miss- 
issippi River by 
automobile. But in 
the days of 1889, 
we find Al Car- 
penter traveling 
in the manner 
shown in the larger picture, shown 
just to the right. He covered the same 
territory then, as now, and for the C. 
H. Alden Co. Needless to say that Al 
is one of the best known and liked boys 
of the road “making” Dixie. He knows 
the trade and their customers’ wants 
thoroughly. 


Al Carpenter 
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Young Men Choose This cA Heywood 
Heywood Shoe Dance, ad 








Dull Calf 
IN STOCK 












No. 94—Black Calf. Rubber Heels. No. 510—Patent Colt. 


AA 8/11, A 744/11, B 7/11, C, D 6/11 No. 539—Gun Metal. 







No. 93—Russia Calf. Same as black. AA, A 7/12, B 6/12, C, D 544/12, E 6/10 
HeEywoop Boor & SHOE Co. HeEywoop Boor & SHOE Co. 
MANUFACTURERS OF MENS Fine SHOES MANUFACTURERS OF MENS Fine SHOES 
WorcESTER,Mass.ViS.A. WorcESTER,Mass.VS.A. 






































It Is the S Line That Gives Distinction to the Store 


ALL STYLES IN STOCK 
IMPORTED ENGLISH RIDING BOOTS 
AVIATOR BOOTS — FIELD BOOTS 

JODHPURS — PUTTEES 
RIDING BOOT ACCESSORIES 








The ever increasing demand for these goods by those who carry them 
is definite proof that the quality, fit and value of our merchandise is 


unsurpassed. 










The Jodhpur 





The Aviator Boot 
Send for Our Complete and Descriptive Catalog of All of These 


COLT-CROMWELL CO., Inc. 


Established 18990 


1239 BROADWAY NEW YORK, N. Y. 
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Known as 


salest 


SETON LEATHER COMPANY NEWARK, N. J. 
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TRADE MARK 








“How I Built a Big Business 
Quickly” 


The success of the corrective end of your 
shoe business depends largely upon your 
attitude toward the woman interested in 
corrective shoes. 


Analyze the success of any shoe man 
who has been consistently successful with 
corrective or semi-corrective shoes, and 
you will find that he or his salespeople 
dominate the situation: that instead of 
following the line of least resistance and 
selling the woman what she wants or 
thinks she wants, they insist upon her 
accepting what their experience tells 
them she needs. 


True, it may take longer to sell the first 
pair, but give her a measure of comfort 
she has never before enjoyed, and she is 
bound to repeat. 


Sell her the pair that looks best instead 
of the one that feels best, and you have 


no assurance that she will repeat. 


She can buy “‘looks”’ at any store, and at 
any price. 


Your insurance lies in supplying a degree 
of comfort that she cannot duplicate else- 


where, at any price. 


“How I Built a Big Business Quickly” 
is a book describing the advertising, mer- 
chandising, selling and fitting methods of 
a dealer who attributes his success to his 
adherence to the theory that absolute 
comfort is what counts, and that all else 
is secondary. 


A copy of this book is yours for the ask- 
ing. Write for one today. 





WIG 


37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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NATIONAL NEWS 


SATURDAY, FEBRUARY 9, 1929 


EVERY WEEK 








York Retailers Hear Shoe Trade’s 
Mass Distribution 


Problem Is 


‘“*Personal Touch,’ Is In- 
dependent’s Weapon in 
Fighting Chains,” 
Says Gilday 


York, Pa.—‘“Mass production as a 
problem in the shoe industry has 
been solved, but mass distribution 
remains as a task,” W. H. Gilday, of 
St. Louis, prominent in the shoe and 
leather world, declared here the 
night of February 4 when the York 
Shoe Retailers’ Association held its 
annual get-together meeting in the 
local Y.M.C.A. building. Approxi- 
mately 150 persons attended this 
dinner meeting, which is an annual 
event sponsored by the retailers for 
their members and employees. 

Speaking on the “Problems of Mod- 
ern Distribution,” Mr. Gilday declared 
in the address of the evening that 
“credit is the life blood of American 
business,” and since the advent of enor- 
mously productive machinery in the 
shoe manufacturing industry, the prob- 
lem of transportation, exporting and 
distribution of the product would be 
impossible without it. 

The big problem of the present-day 
retailer is buying, Mr. Gilday contin- 
ued. With the constant style changes, 
it is difficult to keep abreast of the 
times. He declared that at the present 
time, the wholesaler of shoes is assum- 
ing most of the risk and explained his 
statement as follows: Prior to the 
World War, retailers bought their stock 
far in advance and the manufacturers 
merely sent their salesmen around to 
take orders; then came the war period 
and the retailers stocked up their 
shelves with all kinds of shoes and 
often found their profits lying idle 
there; finally, the post-bellum period 
found the retailer purchasing only such 
stock as was in style and demand with 
the wholesaler maintaining a good per- 
manent stock. 

The more definite sales policies of 
present-day wholesalers occupied part 
of Mr. Gilday’s time and he said that 
many more salesmen have been added 
to the companies’ staffs in recent years. 
Each salesman has a limited territory 
in which to work, and thus becomes 
personally inted with all his cus- 
tomers, enabling better service. 

The independent store does practi- 











Southeastern Conven- 
tion Switched from 
April to August 


Atlanta, Ga.—The board of di- 
rectors of the Southeastern Shoe 
Retailers’ Association met at the 
Ansley Hotel here last week and 
selected Atlanta as the next con- 
vention city, changing the date 
of the convention to August 12. 
The convention had originally 
been set for April. 

A strictly business convention 
will be arranged. What is of 
practical interest to the merchant, 
and that alone, will dominate the 
program. 

The meeting was attended by 
George Golden, president; Frank 
Stevens, secretary, and directors 
J. O. Steele, Al Reiss, George P. 
Bussey, W. McAulifee and Mose 
Smith. 











cally 63 per cent of the nation’s retail 
business, he continued, and this is large- 
ly due to the “personal touch” such 
stores provide, differing in that respect 
from the average chain store or mail 
order house. 

In closing his address, the speaker 
said: “Competition has caused the re- 
tailer and the manufacturer to rise to 
unexpected brilliancy and has been the 
direct cause for raising American busi- 
ness to the high state of efficiency it 
now occupies.” 

A tribute for the activity of the York 
Shoe Retailers’ Association was paid 
during the evening by Cal J. Mench, 
manager of the Middle Atlantic Shoe 
Retailers’ Association, a visitor. Mr. 
Mench declared that the York branch, 
in comparison to cities of similar size, 
is one of the most active and thriving 
associations in the nation. 

A three-reel motion picture, “The 
Story of Leather,” was shown during 
the evening. 

The “get-together” meeting of the 
York association is an annual affair 
and is destined to promote better rela- 
tions between the employers and the 
employees of the various shops of the 
city. 

The committee in charge of the 1929 
gathering was composed of Harry 
Bamer, George Smith and Cletus 
Reineberg. 








Benesch, Baltimore, Opens 
Lower-Priced Department 


BALTIMORE, Mp.—E. T. H. Bowen, 
buyer of the Great House of Benesch, 
this city, inaugurates Feb. 16, a lower- 
priced shoe department with precisely 
the same service, fitting, deliveries, 
charge accounts and equipment, as the 
higher-priced section, where shoes from 
$6 to $10 are featured. The lower- 
priced section features men’s, women’s 
and children’s shoes, under $6; it is 
located on the fourth floor of the store, 
whereas the higher-priced department 
is located on the first floor. 

Mr. Bowen has had thte idea of the 
new and attractive “home” for foot- 
wear retailing under $6 for some time. 
It has been his contention that it is as 
important to cater to the family with 
smaller pocketbooks, and that these 
folk of limited means should be just as 
carefully fitted, and as well served, as 
those with a larger amount of money 
to expend for their shoes. Only the 
most experienced salespeople will be 
assigned to the fourth floor, lower- 
priced, department. Mr. Bowen is a 
firm believer in the education of the re- 
tail shoe salesmen and women to a full 
sense of their responsibility to the pub- 
lic and to his house. 

He is one of the most progressive 
shoe buyers and merchandisers in the 
country; he learned the business thor- 
oughly with N. Hess & Sons, Balti- 
more, and has always been a strong 
advocate of correct foot fitting. 


Byrnes Becomes Franklin 
Simon & Co. Buyer 


New York, N. Y.—J. A. Byrnes, for 
the past six years assistant buyer of 
the women’s shoe department at Frank- 
lin Simon & Co., Fifth Avenue, has 
been promoted to the position of buyer 
left vacant by the resignation of Frank 
C. Howard, who has become buver of 
women’s shoes for the Jordan, Marsh 
Co., Boston. 

Previous to his connection with 
Franklin Simon & Co., Mr. Byrnes was 
manager of the Henning shop here and 
also spent some time in the shoe de- 
partment at James McCreery & Co. 


Miller with Stifel 


WHEELING, W. Va—H. H. Miller, 
for two years adjustment manager in 
the Fifth Avenue, New York, I. Miller 
& Sons store, has been appointed man- 
ager and buyer of the women’s and 
children’s shoe department at the 
George E. Stifel Company of this’ city. 
The Stifel establishment is one of those 
united in the National Department 
Stores chain. Mr. Miller succeeds K. 
M. Clinton, who died recently. 
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The Truth About Converse 
Rubber Shoe Company 


Because a very persistent undercurrent of misinformation regarding 
the affairs of the Converse Rubber Shoe Company has been in circu- 
lation for a number of months past, we have decided to bring the dis- 
cussion out into the open by stating the facts and permit you to form 
your own conclusions. 


Perhaps you have been the recipient of gratuitous advice as to the 
futility of placing any orders with Converse because they were “busted”’ 
and would never make delivery, and if you are a Converse customer you 
are necessarily vitally concerned with the ability, financial and other- 
wise, of this Company to carry out its contracts and discharge its obli- 


_ gations. 


Under a plan of reorganization developed as a result of the joint 
efforts of the Receiver, the Banks and the Bond-holders, and involving 
the introduction of considerably more than a million dollars in new 
capital, the Converse Rubber Company has purchased the business as a 
going concern. This sale was largely a matter of form, being the cleanest 
method of winding up the Receivership and simplifying the capital 
structure. It involved no suspension of business or any change in 
personnel, the management of the Company continuing in the hands of 
those responsible for the present high standard of the BIG “C” LINE. 
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The incoming interests not only command ample financial resources 
and technical skill, but what is equally important they are imbued with 
the will to make a product of outstanding excellence and back it up 
with a liberal and enlightened policy, based on a keen appreciation of 
the problems which confront the independent retailer under present day 
competitive conditions. 


If you are now a Converse customer you may rest assured that every- 
thing that is best in the old order of things will be retained. If you are 
not at present a user of the BIG “C” LINE, we solicit the privilege of 


showing you why you ought to be. 
In closing we wish to thank those of our friends who have stood 


loyally by us during the rather trying times we have gone through and 
assure them that their confidence has not been misplaced. 


504 


62925252525 


C5 


2525252525: 


Lriylre 


coe oroeoeoe5eSe5 ~ 


JoyLraylyores 


~ 


CONVERSE RUBBER COMPANY 


MORTON L. PATERSON 
Vice-President in Charge of Sales 
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Gray Gets a Start 
As Spring Shoe Color 


Rapid Rise of Fashion Desire for 
This Shade 


New YorK, N. Y.—Fifth Avenue 
windows are starting to show Palm 
Beach and —_ spring models, while 
Park Avenue looks quite festive in 
lighter blues, beiges, yellows, purples, 
and gray. 

The wool blouse, made of soft wools 
and crocheted in floral patterns, the 
printed silk ensemble with darker wool 
coat, and the three-piece checks are 
authentic spring modes. Brown and 
white, blue and white, and two or three 
shadin: of green, also mang beige 
suits, feature the checked blouse either 
tuck-in or over-blouse. 

Four important retailers confine 
their color schemes to blue, yellow, 
violet, and gray. On the Avenue it 
has a sgatlicense, Blue and yellow 
are so much in the picture that natu- 
rally the complements of both colors 
are important. : 

Gray has tried to force its way in 
for some time, but there is a decided 
— of the soft pigeon shade, as 
well as silver wing. The South has had 
a marked call for these shades. 

Complementing shoes are styled in 
Rajah lizard, combined with gun-metal 
kid, patent or black kid, which is a 
smart shoe and fits the gray mode. 
Some gray Rajah and water snake are 

own with b suede overlays for 
the T-strap patterns. 

The new fullness of the Princess 
dress, and the vogue of short jackets, 
with colorful and checked blouses, 
means high-riding straps, center 
buckles—of pump styling—-and oxford 
types for the wool jacket suits. 

Green in three-tone combinations is 
especially pleasing. This forecasts 
the sale of French beiges in shoes, 
and heralds the vogue of the black 
patent leather pump. 


Boston Retail Shoe 
Salesmen Meet 


Boston, Mass.—‘The Shoe—Its His- 
tory and Romance,” was presented by 
Major Charles T. Cahill of the United 
Shoe Machine Corporation to the 
Boston Retail Shoe Salesmen’s Associa- 
tion as a feature of the February meet- 
ing of this organization. Major Cahill 
showed one hundred or more colored 
slides, describing shoes from the early 
day of foot coverings, down to those 
of modern times. e also described 
the “stuck-on” sole, gave its history, 
and its method of attachment. At the 
close of the lecture, many questions 
were asked. In the absence of Presi- 
dent H. U. Kirwin, of the new Laird- 
Schober Shop, Vice-President Charles 
Reynolds presided. Secretary Elmer 
A. Kuhlen of the Tremont Street Walk- 
Over Shoe Store, assisted in the ar- 
rangements for the “get-together.” 


Embroy With Loveman 


CHATTANOOGA, TENN.—After a year’s 
absence in Cincinnati, J. P. Embroy has 
returned to and taken over the shoe 
department of the D. B. Loveman Co. 








W allace’s Add Shoes 


Washington, D. C.—Wallace’s, 
3116 Fourteenth Street, N. W., 
have added a shoe department to 
their busy store. Women’s ready- 
to-wear and millinery have been 
their major lines and the shoe 
department is a splendid addition. 

F. Krause, former assistant 
manager for William Hahn & 
Company in their Arcade Store in 
the next block, is in charge of 
the new department. Mr. Krause 
knows the needs of this neigh- 
borhood business and will special- 
ize in popular price shoes. 











Rhode Island Ass’n 
Plans to “Pep Up” 


PROVIDENCE, R. I, (UTPS)—At their 
recent meeting, members of the Rhode 
Island Shoe tailers Association dis- 
carded any notion of disbanding and 
planned for a oe waking up of the 
organization. ames of deceased mem- 
bers, names of those who had moved 
away or become disinterested were 
stricken out. Four new members were 
admitted to membership, these being 
I. P. Pearlman of the Sterling Shoe 
Store, Allen Kinsey of Whitmore’s Shoe 
Store, Stephen J. O’Neil of the Kennedy 
Company and John Quinn of Browning, 
King & Company. 

A meeting is to be held this week for 
the planning of a dinner and election of 
officers for the coming year. The nomi- 
nating committee will, at this time, offer 
the slate of proposed new officers. 

Mr. Pieree presided at the meeting 
which was held at the Sullivan Shoe 
Store here. 


C. H. Heywood Dead 


a, R. IL, Jan. 31 (UTPS). 
— Charles enry Heywood, retired 
Worcester, Mass., shoe merchant, is 
dead at his home in this city and fu- 
neral services will be held tomorrow at 
the chapel of Horace B. Knowles & 
Son here. Mr. Heywood was born in 
Worcester 90 years ago. For several 
years he was engaged in a wholesale 
and retail shoe business in that city. 
Upon his retirement from the shoe busi- 
ness seven years ago, Mr. Heywood 
came to this city, where he has lived 
up until his death, Tuesday. He is 
— by his wife, Alice W. Hey- 
w ° 


New Florsheim Dep’t. 


CHATTANOOGA, TENN.—A new Flor- 
shiem shoe department is to be opened 
in the i Pee clothing store of 
Hardie & Caudle about Feb. 15, by J. P. 
Schlesinger. This firm has never be- 
fore carried shoes. The new shoe sec- 
tion, which is to be modern in every re- 
spect, is situated in the center of the 
room. Mr. Schlesinger is an old shoe 
man, having been on the road for a num- 
ber of years, but for the past year has 
had charge of the men’s department of 
his father’s Walk-Over store in this 
city. 








Northwestern Meeting 
Plans Progressing 


Main Theme, “More Business for 
Independent Retailer” 


MINNEAPOLIS, MINN. (UTPS) — 
Three good speakers are dated up al- 
ready for the convention, April 8-10, in 
Des Moines, Ia., of the Northwestern 
Shoe Travelers Association. 

Ernest A. Burrill, in charge of the 
national advertising campaign of men’s 
footwear, will be on hand with charts 
and other impedimenta to show the 
dealers how to stimulate the men’s shoe 
business. 

Mme. Jeffries of Boston, the au- 
thority on styles in women’s footwear 
and garments, will speak before the 
assembled retailers, giving ideas that 
will enlighten them on various subjects 
connected with their business. 

And it is hopefully expected that 
President A. H. Guetting of the Na- 
tional, himself, will attend and of 
course will be on the speaking pro- 
gram. 

Other speakers are being lined up, 
but this preliminary statement is an 
indication of the feast of good things 
on the convention program. 

The banquet is to be the evening of 
April 9 at the Ft. Des Moines Hotel. 
The committee is expert at arrange- 
ments for this sort of an event. It 
includes James Tyler, a retailer, and 
Sol Sands, secretary of the Iowa Shoe 
Retailers Association; and the Travel- 
ers Auxiliary. 

The railroads have recognized the im- 
portance of the convention and have 
granted a rate of a fare and a half for 
the round trip from points in Nebraska, 
North and South Dakota, Wisconsin, 
Wyoming, Montana, Iowa and Minne- 
sota, also sections of Manitoba, Colo- 
rado and Illinois. The ticket sales 
will begin April 4. 

The motif, as it might be called, or 
the main theme of the convention, is 
to be “more business for the indepen- 
dent retailer,” and one of the main 
arenas for discussion of this subject 
will be at the round table sessions. 


New Cinderella Salon 


MiaMI, FLA. (UTPS)—The Cinder- 
ella Shoe Salon opened the first of the 
month in the Venetian Arcade. The 
new salon occupies the quarters for- 
merly used by the French Boot Shoppe. 
W. A. McCarty, an experienced shoe 
salesman, is in charge of the new shop, 
which is owned by the Venetian Boot 
Shop of Miami. Popular priced shoes 
for women are handled. 


Cohen With Self-Serve 


DayTon, OHIO (UTPS)—Harry H. 
Cohen has been named the new man- 
ager of the Self-Serve Shoe store, lo- 
cated at 34 East Third Street, which is 
one of the newer shoe stores of Day- 
ton. He was manager of a similar 
shoe store in Lexington, Ky. The store 
has recently been remodeled and now 
presents a very attractive appearance. 





BOOT AND SHOE RECORDER February 9, 1929 


THERE'S PIROKIN IN 


rh SMILLER SHOE TREES le 


| Raa that makes a 
customer more contented 
with his or her shoes causes con- 


tentment with your way of doing 


business. 


The sweet profit of repeat business 
rests in such contentment! 


Experienced merchants have testi- 
fied repeatedly that the recommen- 
dation of shoe trees to customers is 
a sure-fire goodwill builder. 


Miller Trees appeal to a man or 
woman’s pride and thrift. The 
reasonable price of a pair of trees 
is a silent argument for their pur- 





chase. 


And in that price is an easy, extra 
profit. 


Our new catalog and 
price list are yours for 
the asking. 


O. A. MILLER 


TREEING MACHINE COMPANY 
BROCKTON, MASS. 
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New Slavens Shop 
Open in Atlanta 


ATLANTA, GA. (UTPS)—The Slavens 
Bootery has begun business at 121 Ala- 
bama Street, S. W., in the store former- 
ly operated by the Arch Preserver 
Shoe yoy © 

The shop has been completely re- 
modeled, and the latest fixtures and 
furnishings have been installed. The 
store specializes in ladies’ shoes and 
— with a standard price range of 
$5.00, $6.00 and $7.50, it is announced. 
It also operates a hosiery department, 
carrying many well-known makes in 
stock. 

Tom V. Thrower, for many years 
connected with the shoe department of 
the Keely company, is manager of the 
bootery. James L. Craig is buyer, and 
Joe Waldrop is one of the salesmen. 
The hosiery — is in charge of 
Mrs. Pauline per. 

The Slavens chain, which has head- 
quarters in Atlanta, now operates 
stores in Atlanta, Jacksonville, Cincin- 
nati and Louisville. A. L. Slavens is 
president and Charles Slavens treas- 
urer of the firm. 


Women’s Whites and 
Men’s Sports Big in Miami 


MIAMI, FLA. (UTPS)—Sam H. Bai- 
ley, manager for the shoe department 
operated y Sewell Brothers, reports 
an unusually good business for the sea- 
son. White in all styles is going 
strong. Beige and white is proving a 
popular combination, and fabric shoes 
with kid trim are moving satisfac- 
torily. Red is also going good. In 
men’s shoes, white buck with tan trim 
is in the lead. White with black trim 
is also going —s The races re- 
sumed this season have been helpful 
in increasing business, according to Mr. 
Bailey. Sport shoes are worn to the 
horse races in the afternoon and again 
to the dog races in the evening, thus 
affording a greater outlet than last 
year. Buckles and such accessories 
are going very slowly: evening shoes in 
tinsel cloth and brocades are handsome 
enough without the use of buckles. 

The “season” is expected to continue 
longer in Miami this year than ever 
before, and the indications are that a 
record-breaking business will be the 
result. 

Jack Dempsey is a good customer of 
the shop and has been fitted with a 
number of pairs of shoes. 


Permanent Demonstration 


PROVIDENCE, R. I., Jan. 31 (UTPS)— 
The Outlet Company, by newspaper ad- 
vertising and by circulars being dis- 
tributed at the store, is announcing a 
permanent demonstration by a foot com- 
fort expert. A ial section has been 
made available for this. Dr. Scholl’s 
foot remedies will be stressed by the 
expert. 


Rosthall a Manager 


BmMINGHAM, ALA. (UTPS)—J. B. 
Rosthall has been appointed ma 
of the shoe department of Adam’s. He 
succeeds W. J. Boudouquie, who has 
gone to New Orleans. 





Light Colors Start 


CHATTANOOGA, TENN.—Retail shoe 
selling during the first occasional warm 
days has convinced shoe merchants here 
that the real light colors will be a big 
factor in the selling just as soon as the 
weather turns. any good customers 
with the reputation for being smartly 
dressed are daily making inquiries for 
light colored python and light colored 
kids in the better grades. xcept for 
the reptile slant, practically the same 
story is true in the popular $6 grades. 
Lido Sand, Sun Tan and the range of 
light colored kids made on semi-open 
shanks and box heels have shown ex- 
ceptional early strength. One bright 
day seems to be enough to fill the stores, 
consequently the progressive merchants 
are planning on heavy spring buying. 


Schinke Promoted in 
Walk-Over Organization 


INDIANAPOLIS, IND., January (UTPS) 
—Fred C. Schinke, who has been man- 
ager of the Walk-Over Boot Shop in 
Indianapolis for the past eleven years, 
has been esas’ manager of three- 
Walk-Over shops in Boston, Mass. Mr. 
Schinke received a telegram from H., T. 
Connor, president of the George E. 
Keith Company, makers of Walk-Over 
shoes, announcing his ——— Mr. 
Schinke came to Indianapolis from 
Greenville, Ohio, where he was asso- 
ciated with his father, J. H. Schinke, 
a shoe manufacturer. He entered in 
the shoe business by working at the 
bench at an early age. . 

The three stores, which will be under 
management. of Mr. Schinke, formerly 
were operated by the A. N. Howe & 
Sons Company and were taken over by 
the Geko Company of Boston, operating 
company of the Keith concern. Mr. 
Schinke will assume his new duties im- 
mediately, and is being succeeded by 
G. F. Wilhite, who has been assistant 
manager of the Indianapolis store for 
the past four and a half years. 


Washington Retailers 
Hold Luncheon Meeting 


WASHINGTON, D. C.—The Washing- 
ton Shoe Retailers Association held their 
first meeting of the year on Wednesday, 
Jan. 30, at the Hotel yee These 
luncheon meetings of the Washington 
association have been held for the last 
two years and are quite a success. A 
special topic for discussion is announced 
in advance and each member gives his 
view of the problem at hand. Styles, 
colors of leather and general store prob- 
lems form most of the subjects. The next 
meeting will be held at the same place 
Thursday, Feb. 14. 

Maurice P. King, president of. the 
association, presided. 


F. Z. Morris Transferred 


KNOXVILLE, TENN.—F. Z. Morris, 
who for many years has been manager 
of the Pollock Ashville store has been 
transferred to take charge of the Pol- 
lock Cinderella store in this town. 








Exclusive Children’s Shop 
Opened in Hollywood 


Los ANGELES, CaL. (UTPS)—Fairy- 
land, with a merrie-go-round in its 
midst, is the setting for the Children’s 
Booters, Hollywood’s exclusive child’s 
shoe store which opened last week in the 
new Brown Derby Building at 1620 Vine 
Street. 

The store is being run by Jack Shultz, 
who formerly fitted children’s shoes at 
Bullock’s and Mary Boyle’s, and Miss 
H. Kirby, expert fitter from Wetherby- 
Kayser’s. Both are specialists in foot- 


awe | for the formative periods of child- 


Wall decorations in the new store il- 
lustrate the legends of Cinderella, Puss 
in Boots and other favorites. They were 
executed by Miss Ula Lee. 


Cincinnati Stores 
Low on Stocks 


CINCINNATI, Ohio.—Shoe merchants’ 
stocks are almost depleted, due to very 
successful January sales. One merchant 
stated that he had just enough snow 
and rain to move the boots and galoshes 
and plenty of pretty days to stimulate 
the sales of other types of footwear. 
Practically all stores now plan to have 
a fairly full line of new Spring styles 
on display by the middle of February. 
In some instances factories have been 
notified to ship out certain numbers on 
February 15 instead of March 1. 


Frank C. Howard Named 
New Jordan, Marsh Buyer 


Boston, Mass.—Frank C. Howard, 
one of the best known shoe buyers in 
the country, for the past ten years with 
Franklin Simon & Co. of New York, 
is now buyer for Jordan, Marsh Co. 
Mr. Howard came over to this city for 
a few days the latter part of January, 
= will move here permanently Feb. 

He learned the shoe game in the re- 
tail shoe store of E. D. Gildersleeve & 
Son, Inc., Poughkeepsie, N. Y.; was 
later appointed manager of the store 
and assistant to Elmer D. Gildersleeve 
on the buying end; for a short time 
between the Gildersleeve and_ the 
Franklin Simon’s connection, he sold 
shoes in the women’s department of 
J. & J. Slater, New York. 


Fire Damages Store 


Detroit, Mich. (UTPS).—A three- 
alarm fire which destroyed a $125,000 
building at 13326-38 Livernois Avenue, 
last week did considerable damage to 
the shoe store of J. F. Anderson at 
13318 Livernois, having spread through 
a restaurant, grocery store and bakery 
before attacking the shoe store. 


Dannis Still on Job 


BIRMINGHAM, Ala.— UTPS — Joe 
Dannis is still manager of tke shoe 
department of Herman Saks. It was 
erroneously stated in the Boot & Shoe 
Recorder recently that a change had 
been made in the personnel of the de- 
partment. 
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ORNAMENTAL! CONVENIENT! 


The “CHAMPION” 
BUCKLE FOR OXFORDS 


PATENTED 








Preserves the original beauty of the bow regardless of 


wear. By simply pulling the laces down, or by snapping 
~ | | V E R the buckle, the laces are instantly fastened without tying 
knot or bow. 
This convenient and novel fastener will be most 


interesting to your customers, and cut down sales 
resistance tremendously. Ask your manufacturer 
to show you samples of oxfords having this in- 


novation. 


CREME ae me ny 








in tubes!!! xopansisTie BEY ICTY, 


A Wonderful new preparation 
for Silver Kid Slippers! 


It gives a beautiful, true silver 
finish, covers worn places. 


Comes in a tube and is, there- 
fore, clean to handle—eco- 
nomical in use. 


Send for a sample, mention- 
ing this paper. 








MADE BY 
New Line for Shoe Store Windows 


Everett & Barr on Co. Ask for Book No. 11E—Use your Stationery 
PROVIDENCE, R. I. No. 611 W. 4th St. 
Tue Oscar OxgEN Ganeaaes, ©. 
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SON TIP ts made 
The MAI oe BRA, 


The Matson Tipped Lace has none of the 
features which make the lace with an 
attached tip so irritating to the public. 


In the Matson Tipped Lace the braid and tip 
are one piece; the end of the lace being treated 
to give essential rigidity and endurance. No 
tip to come off, no shoulder nor 
rough edges to catch against the rim 
of the eyelet—these are exclusive 
Matson merits. Tip and braid form 
exact color harmony. And no eye- 
let is too small for the Matson Tip 
to enter. 


Add that last finishing 
touch. to the shoes you 
sell by specifying 
Matson Tipped Laces— 
order them for your 
findings case to sell as 
replacements. They will 
satisfy you and your 
trade. 


DISTRIBUTORS 


Mr. Ropmet Bake 
366 Fifth Ave., New York, N. Y. 
Brooks & Co. 

$32 South St., Boston, Mass. 

Hucues Fawoerrt, Ino. 
115 Franklin §8t., New York, 

N. Y¥. 

Lamnc, Hamrak & CHAMBERLIN, 


Ino. 

43 North 8rd St., Philadelphia, 
Pa. 

Joun Lawrie & Sons 
515 So. Franklin St., Chicago, Ill. 
Lorurop & Co. 
85 South 8t., Boston, Mass. 
NaTIONAL Fapric & FINISHING 


Co. 
210 South St., Boston, Mass. 
Srravss Bros. & Co. 

353 Broadway, New York, N. Y. 
Unirep SHop Macuinenry Corp. 
Albany Bidg., Boston, Mass. 
Veicanite Mro. Co. 

350 Broadway, New York, N. Y. 








HOE ACE Company LIp 
610 MANTON AVENUE PROVIDENCE, R 
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Preparing for 
Hard Fight 
For Tariff 


Boston, Mass.—The New England 
Shoe and Leather Association is actively 
cooperating with the various national, 
regional and local associations in con- 
nection with the present tariff cam- 

ign. On Jan. 30, the association’s 

ariff Committee held a largely-at- 
tended meeting for the purpose of can- 
vassing the situation, and making final 
arrangements to have the association 
officially represented at the hearings on 
the hide, leather and shoe items to be 
held by the Ways and Means Committee 
in Washington, Feb. 20, 21, 22. 

Charles H. Jones, president of the 
Commonwealth Shoe and Leather Co., 
chairman of the committee (a position 
he has filled for more than a quarter of 
a century), reported the results of his 
investigations in Washington recently, 
and confirmed the ge ay reports 
that the tide of ultra high tariff agita- 
tion is running so high at the national 
capital as to seriously embarrass the Re- 

aktisen leaders. This may conceivably 

ring about a reaction that will favor- 
ably affect the shoe and leather trade’s 
position on the hide duty question. 

J. Franklin McElwain of Boston, 
chairman of the Tariff Committee of the 
National Boot and Shoe Manufacturers’ 
Association, was present at the meeting, 
and in the course of a statement said 
that if Congress should place a tax on 
hides it will mean that the people of the 
United States will have to pay at least 
$75,000,000 more a year for their shoes, 
the increased cost to the farmers of the 
country themselves amounting to $20,- 
000,000. At the same time, the farmers 
and cattle-raisers will receive no sub- 
stantial benefits from a hide duty. 

The committee arranged to have the 
association suitably represented by 
prominent-tanners and shoe manufac- 
turers at the hearings. The New En- 
gland Shoe and Leather Association is 
on record as favoring adequate protec- 
tive duties on leather and footwear, and 
has always advocated free hides and 


ns. 

The Association’s Tariff Committee 
is made up as follows: 

Charles H. Jones, Commonwealth 
Shoe and Leather Co., chairman; Arthur 
W. Wellington, United States Leather 
Co.; Sedgwick Kistler, Kistler Leather 
Co.; Horace R. Drinkwater, Edwin 
Chon 8 Son, Inc.; John T. Hollis, Cush- 
man-Hollis Go.; Everett eee f Brad- 
ley-Goodrich Co.,Inc.; Herbert T. Drake, 
W. L. Douglas Shoe Co.; Burt W. Ran- 
kin, Hunt-Rankin Leather Co.; Carl F. 
Danner, American Hide and Leather 
Co.; Henry B. Dillenback, Beggs & Cobb, 
Inc.; Owen C. Howe, Sands & Leckie, 
Inc.; Lloyd J. Thayer, Thayer-Foss 
Company; the president and secretary 
ex officio. 





Herman Co. Celebrates 
Fiftieth Anniversary 


Boston, Mass.—On Jan. 1, 1879, the 
firm of Frank Herman & Co. was or- 
ganized, consisting of Daniel Frank, 
Abraham Frank and Joseph M. Her- 
man, their office and warehouse being 
located at 107 Pearl Street, corner of 
High. At that time the company manu- 
factured a line of men’s long-legged 
boots made of kip and split leather, 
commonly known as Stogey Boots, and 
in addition carried a complete line of 
men’s, women’s and children’s shoes, 
not of its manufacture for jobbing pur- 


poses. 

The withdrawal of two of the orig- 
inal incorporators eventually left Mr. 
Herman in control, and, in 1897, a new 
partnership was formed which included 
Lafayette Gregory and Mr. Herman. 
It was not until 1914 that the company 
was incorporated in Maine under its 
present name, with Mr. Herman as 
president and treasurer and Mr. 
Gregory as secretary. Three years 
later it became a Massachusetts corpo- 
ration. 

Following the death of Joseph M. 
Herman, on Dec. 9, 1920, Solomon 
J. Barnet became president, Merton 
R. Alden, treasurer, Thomas E. O’Don- 
nell, secretary. Mr. O’Donnell died on 
Sept. 3, 1927. On Feb. 4, 1928, E. M. 
Fettes was made vice-president and 
general manager and Francis J. O’Don- 
nell, secretary. 

On October 6, 1928, a special meeting 
of the board of directors was held at 
which the treasurer, Merton R. Alden 
resigned from active interest in the 
company and at which Solomon J. 
Barnet resigned from the office of presi- 
dent. E. M. Fettes, formerly vice- 
president of the company was elected 
to the office of president and F. J. 
O’Donnell, secretary of the corpora- 
tion, was elected to the office of 
treasurer. Solomon J. Barnet was 
elected to the newly created office of 
chairman of the board of directors. 

In July, 1927, the office of the com- 

any was moved from 159 Lincoln 
treet to 564 Atlantic Avenue, where 
a combined administrative office and in- 
stock department had been established. 

In 1879 the sales force consisted of 
three men, whereas today th 
twenty-four men. The com 
long since eliminated its jobbing line, 
confining its activities to the manu- 
facturing of men’s and boys’ quality 
welt shoes which now comprise its en- 
tire line. 


To Make Novelties 


HELSEA, Mass.—The Cameo Shoe 
has been formed by Samuel H. 
Samuel M. Pearl and Ber- 
make women’s nov- 


C 
Co. 
Goldblatt, 
ait Hen in the factory 
e shoes e on Spruce 
Street. It is capitalized at $50,000. 
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Clinton Co. Expands 


HAVERHILL, Mass. — The Clinton 
Shoe Co., 2 Phoenix Row, makers of 
women’s McKay shoes, have increased 
their manufacturing space by the addi- 
tion of an entire floor of 10,000 square 
feet. Production pens the taking 
over of the new area and a re-arrange- 
ment of departments, is being substan- 
tially increased. The plant will have 
a daily output of 45 cases. The firm 
is one of the best known in the local 
industry and is headed by Joseph Wein- 
stein, ton. 


“Golden Rule” Daly Holds 
Fifth Annual Banquet 


Boston, Mass.—Daly’s Golden Rule 
factory worker-owners of Lynn and 
Beverly, Mass.—2000 of them—headed 
by the genius of this highly successful 
profit-sharing plan of shoemaking, 
James M. Daly, himself, celebrated 
their fifth birthday on a recent Satur- 
day evening, in this city. 

The Daly factory-family affair took 
the form of a banquet, high-class vau- 
deville, and dancing, in the big ball- 
room of the Hotel Statler. Mayor 
Bauer of Lynn, and Mayor Patch of 
Beverly, were present, and emphasized 
the remarkable progress which the 
Daly Golden Rule folk had made in the 

ast five years of their existence. 
ames M. Daly was toastmaster, and 
gave a brief history of those early 
days in Factory No. 1. Mr. Daly said 
that the Golden Rule outfit had really 
been operating only 4% years, because 
it had taken five months to get the 
proposition started, and that he was ill 
for about three months. He said that 
his original group of operatives con- 
sisted of 35, and that his payroll was 
only $300 a week; that at the present 
time his payroll was more than $54,- 
000 a week, and that his orders are 
practically two weeks ahead of the cut- 
ters. Mr. Daly sells the entire output 
of the three Lynn, and one factory in 
Beverly, Mass. 


Sandal Types Stressed 
in Boston Market 


Boston, Mass.— Shoe factories in 
this section are working busily on imme- 
diate orders. Among the women’s new 
styles are many sandal types, although 
patterns are not cut so low at the sides 
as those of last season; retail shoe mer- 
chants have doubtless decided, say man- 
ufacturers, that their customers want 
a shoe that gives a better support at the 
shank. Step-in models and straps, deco- 
rated with front and side ornaments, in 
light shades of beige, with and without 
reptile trims; blue reptile and kid com- 
binations, and a large number of all- 
over snake, straps and ties, with a good- 
ly proportion of patent leather and 
white kid, are among the thousands of 
new numbers on display in sample 
rooms. 

Boys’ shoes, in lower prices, and on 
well-built, snappy lasts, are among the 
new num on display in this market. 
There is a good demand, say manufac- 
turers, for sport shoes with crepe and 
composition soles. 





Compo Corporation Opens 
New York Headquarters 


New York, N. Y. 
—The Compo Shoe 
Machinery Corpo- 
ration announces 
the opening of ex- 
ecutive offices at 
565 Fifth Avenue, 
New York City. 
“This company,” 
says a_ statement 
issued by the com- 
pany, “supplies 
under leases the 
necessary machin- 
ery and service for 
p BARNARD 5. 50648 making er 
— els Geen the new ompo 
_ ——— process to which it 
holds exclusive rights. Compo is a reg- 
istered trade-mark owned exclusively 
by Compo Shoe Machinery Corporation 
and applied to Compo shoe machinery, 
Compo cement, Compo softener and 
Compo shoes. The trade-mark Compo 
is used exclusively by Compo Shoe 
Machinery Corporation and the shoe 
manufacturers who are its patent and 
trademark licensees.” 

The officers of the Compo Shoe Ma- 
chinery Corporation are: . Bres- 
nahan, Chairman of the Board; Barn- 
ard S. Solar, President; Hamilton Pell, 
Vice-President; and Leonard W. Ed- 
wards, Secretary and Treasurer. 

The Board of Directors includes the 
following: 

William H. Bresnahan, Treasurer, 
Bresnahan Shoe Co., Boston, Mass.; 
William A. Anderson, President, Penn 
Leather Co., Philadelphia, Pa.; Anthony 
H. Geuting, President, Geuting’s, Inc., 
Philadelphia, Pa.; Julius A. Goldberg, 
O’Connor & uy | Chicago, IIl.; 
David C. Moss, Moss, Pratt & Co., Inc.; 
Samuel Mundheim, President, Stern 
Bros., New York.; James P. Orr, Presi- 
dent, Potter Shoe Co., Cincinnati, Ohio; 
Hamilton Pell, Vice-President, W. A. 
Harriman Co., Inc.; Barnard S. 
Solar, President, Bresnahan Shoe Co., 
Boston, Mass.; Arlen G. Swiger, Will- 
cox, Swiger & Chambers, New York, 
and Leonard A. Watson, Warfield & 
Watson, New York. 

With the opening of this office, the 
Compo Shoe Machinery Corporation 
will be in a better position to give ser- 
vice to the factories which are using 
this method of shoe manufacture, They 
also will maintain a full engineering 


staff for shoe manufacturing problems, | 


and will also have in this office a style 
service available to retail shoe mer- 
chants and manufacturers. 


L. J. Laurie Dead 


MINNEAPOLIS, Minn. (UTPS).—L. J. 
Laurie, well known to the shoe travel- 
ers, died Feb. 2 in Eitel Hospital after 
being in a coma since Monday, follow- 
ing a stroke of apoplexy. He had been 
many years member of the Northwest- 
ern Shoe Travelers Association and 
was one of the prominent factors in 
his line. 
Laurie had represented Julian & Ko- 
kenge, Cincinnati, and previously had 
traveled for Utz & Dunn, Rochester, 
N. Y. The funeral was held Tuesday 
and shoe travelers were the pallbear- 
ers. 


For three or four years Mr. | 
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PARISTYLE FOOTWEAR MFG. CO., INO. 
Factory and Salesrooms 
40-46 West 25th St. New York City 
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The One 
Waterproof 
Leather That 


Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Damverspert. 96 South St., Beste, Mass. 


t Virginia 


Ateers Salers, Sat 














Pulp Products Department 
Pulp&P: pany 
WestVirginia Pulp& PaperCom 








WHERE TO BUY 
Ballet Slippers 








as lack Bal- 

- slippers 
Ladies $1.25 pr. 
Misses’ $1.20 pr. 

Ohild’s $1.15 pr. 


BLOG SHOE CO., INC. 
147 Duane 5t., 
New York, N. Y. 
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orders prompt- 
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Celebrates 25 Years With 
Diamond Shoe Co. 


New York, N. Y. 
— On Saturday, 
Feb. 2, the em- 
ployees of the Dia- 
mond Shoe Com- 
pany, New York 
City, tendered 
a luncheon at 
its New York of- 
fice, 189 Duane 
Street, to Phil 
Butt, in celebra- 
tion of his connec- 
tion with the Dia- 
mond Shoe Com- 
pany for a period 
of 25 years. 

The whole organization joined in an 
enthusiastic acclaim of the splendid rec- 
ord made by Mr. Butt. He is thorough- 
ly known in Eastern markets for his 
ability as a shoe merchandiser. 

A suitable gift commemorating the 
event was given Mr. Butt by his co- 
workers. Presentation and acceptance 
— were made in the most cordial 

rms. 





B. F. Williams Dead 


St. Louis, Mo.— 
Benjamin F. Wil- 
liams, for 22 years 
city salesman for 
Brown Shoe Com- 
pany, died at his 
home in Webster 
Groves, Mo., Sun- 
day, Jan. 27. He 
was 54 years old 
and during the past 
few months had 
suffered a_ slight 
illness which was 
not considered se- 
rious until a few 
days before his death. He was inti- 
mately known by practically every 
retail shoe merchant in the city and 
was one of the leading salesmen on 
the traveling force of Brown Shoe 
Company. In 1927 he led the sales 
force with the largest individual vol- 
ume of sales. 

In 1914 Williams narrowly escaped 
death in the old Missouri Athletic Club 
fire, when he jumped from a window, 
grabbing a standpipe running along 
the wall. He dropped from this posi- 
tion to the sidewalk breaking his leg 
and suffering other injuries. 

He was buried Tuesday, Jan. 29, his 
pallbearers being his business asso- 
ciates in Brown Shoe Co. 

He left a widow and two boys. 





8B. F. Williams 


Frank M. Seamans Is Dead 


Boston, Mass.—F rank Manning Sea- 
mans, shoe manufacturer, died on 
Jan. 30 at his home in the Hotel Cool- 
idge, Brookline, in his sixty-second 
year. Until his retirement a year ago, 
he had long been secretary and treas- 
urer of the Moss-Seamans Shoe Co., of 
Newburyport, Mass. He leaves a widow 
and two sons, Frank M. Seamans, Jr., 
and Robert W. Seamans. 








Moore Heads Brockton 
“Shoe Association 


BROCKTON, Mass.—Charles E. Moore, 
vice-president and general manager of 
the Geo. E. Keith Co., was elected 
president of the Brockton Shoe Manu- 
facturers’ Association, at its annual 
meeting held here Jan. 30. Mr. Moore 
succeeds John §S. Kent, president of 
the M. A. Packard Co., who has 
served as head of the association for 
the past 20 years. 

In retiring Mr. Kent pointed to the 
success of arbitration in the years he 
has been leader of the organization, 
declaring it has been a vital: force in 
the settlement of all disputes. In ap- 
preciation of his faithful service he 
was presented a handsome desk set, 
the presentation address being made 
by Herbert L. Tinkham, president of 
the W. L. Douglas Shoe do. 

The only change in the board of 
directors was the election of John Mc- 
Elaney of the Stacy, Adams Co., and 
the return of Mr. Kent to the board 
by virtue of his retirement from the 
leadership. The board now includes 
besides the two before mentioned: Wil- 
liam E. Doyle, C. Chester Eaton, 
Perley G. Flint, Charles E. Lynch, 
Robert A. T. Nelson, Christopher 
O’Neill, and Lars Peterson. The vice- 
presidents are Herbert L. Tinkham and 
Frank S. Farnum, the latter head of 
the Churchill & Alden Co. Frank M. 
Bump was elected secretary-treasurer 
for his 12th term and T. John Evans 
was named his assistant. 

President Harold C. Keith of the 
Geo. E. Keith Co., made a hurried trip 
here from New York where he was 
recently elected president of the Na- 
tional Boot and Shoe Manufacturers’ 
Association, and outlined plans for co- 
operation in the nation-wide campaign 
to encourage the wearing of more and 
better men’s shoes and told of the 
work being done to secure proper 
tariff revision as far as imported 
shoes are concerned. F 





Harry Smolen Dead 


New York, N. Y.—Harry Smolen, 
who several years ago owned and 
operated a shoe factory in Brooklyn, 
but who lately has been engaged in the 
retail shoe business in Los Angeles, 
committed suicide here Feb. 3, at his 
recently rented home in Brooklyn.. The 
cause of the suicide, according to rela- 
tives, was the financial losses he has 
suffered recently, which precluded his 
giving his children, four in number, 
the educations to which his former fi- 
nancial position entitled them. 

Surviving him are his wife Lillian, 
a daughter Florence, 17; and three 
sons, George, 15; Bernard, 8 and 
John, 3. 


Jeff. Bender Abroad 


New York, N. Y.—Jefferson Bender 
sailed last week on the Ile de France for 
a two months’ trip through the Con- 
tinent. The purpose of this trip is to 
get advance style information, to check 
up on deliveries on braided sandals, and 
to close contracts with tanners for the 
representation of their novelty leathers 
in this country. 
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Pep Up the Sales 
[CONTINUED FROM PAGE 56] 


What this country needs is better 
trained salespeople. 
ok * * 
As long as you are green, you grow; 
when you are ripe, you rot. 
x + * 


Pat and pet your goods. 
ee & 


Can you conscientiously tell the cus- 
tomer how much shoes will add to his 
or her appearance? 

7 * * 


How long since you read anything 
in a trade journal? That is, those of 
you who haven’t been sick? 

* - * 


Brouwer salespeople are specialists. 
Is that a wish or a reality? 
~ 7 ” 


“Shoes distinguish the man,” and the 

woman too. 
al * * 

Everything in a store, stock, adver- 
tising, and personnel can be replaced 
without =a trouble. But replacing 
customers is an expensive proposition. 
Hang on to them! 


* * * 


A satisfied customer will bring you 
more business than all the ads that 
your advertising department or any 
other advertising department can write. 

* * om 


We are still waiting for the names 
and addresses of customers who sent 
their friends in. So far we have re- 
ceived only one. Do you mean to say 
that in three weeks only one customer 
was sent in by a friend? Hardly. 


Columbus Shoe Co. 
Business Liquidated 


Thoman May Organize New 
Firm 

CoLuMBus, OHIO (UTPS)—The Co- 
lumbus Shoe Co., which was founded 
eight years ago by Louis Thoman, who 
was head of the company during its 
existence, is being liquidated and will 
go out of business. The liquidation has 
progressed to a point where all of the 
stock has been disposed of. The com- 
pany manufactured misses’, children’s 
and infants’ shoes and was quite an 
extensive concern. 

Louis Thoman is now taking steps to 
organize another company which will 
be located at the same place as the 
former factory, 39 West Spring Street. 
In case his ae go through the new 
pers yd will produce infants’ shoes 
only. 


Mason With Wizard Co. 


St. Louis, Mo.—Robert B. Mason has 
been appointed manager of sales pro- 
motion for the Wizard Co., St. Louis 
manufacturers of foot appliances. Mr. 
Mason was recently an account execu- 
tive with the John Ring, Jr., Advertising 
Co., St. Louis. Before that, he was as- 
—s advertising manager of Famous- 

arr Co. 





Let’s See the New 
Farmer 


[CONTINUED FROM PAGE 58] 


town. What shoes do you think were 
most difficult to sell? The heavy 
“ranch type” with double soles and 
thick uppers. There were several lots 
of that kind, purchased some years 
previously. They had “hung fire” for 
a long time. Bought to sell at $5 and 
$6, they had to be closed out at around 
$2.65. That was a striking thing in a 
community largely given over to farm- 
ing and stock raising. The favorite 
shoes were light weights, welts, good- 
looking shoes. One lot of high lace 
boots went begging. Some old timers, 
laced shoes for women, of the war pe- 
riod, were sold at the customer’s own 
price. And that was anywhere from 
10c. to 50c. a pair. 

There is no gainsaying it, times have 
changed all along the line. The boun- 
daries of town and cities and rural 
districts have broken down before the 
march of modern inventions. There is 
no longer any isolation. 

Think of a crew of men, snowed in 
for the winter, in the high Sierras, 
working a tunnel or electric power 
project, listening on their camp radio 
to a national broadcast coming from 
New York City. Think of a corps of 
engineers in deepest jungles or re- 
motest lands, hearing concerts that 
come across deserts, mountains and 
seas! Then think of the ease with 
which rural dwellers get the latest 
from everywhere. 

It is said that the greatest response 
to radio advertising comes from re- 
mote districts. Mail orders pour in 
from all diréctions after an especially 
good offer has been made over the air. 

There is something to think about 
here, brethren of the shoe world. 
Some of you may be fast asleep on this 
matter. You may still believe that 
there are “Reubens” and Country 
Folks. But you will awaken and get 
right into the thick of the game if you 
give thought to it. 

Shoe stores in rural districts are as 
apt to be neglectful as their compet- 
itors in the big towns. All hands need 
stirring up. with me on a ride into 
the country and visit a few families on 
ranches and farms and see what they 
are wearing. Get their ideas on dress. 
See what they are reading, find out 
what they are thinking. You will re- 
adjust all Fad ideas of selling the 
country trade and become a convert to 
the new theory—which is not a theory 
at all—there are no classes in the shoe 
—— world. That is to say, no di- 
viding lines between farm and town. 


Adds a New Line 


LYNN, Mass.—Burdett Shoe Co. has 
fitted up a new department for making 
imitation turn shoes for growing girls. 
These are sewed shoes. They are lasted 
and patterned in styles corresponding 
to the high grade turns that the firm 
makes, and has been making for years. 
They are intended for retail merchants 
who wish to carry two lines in stock, 
one for the popular priced trade, and 
the other for those who desire some- 
thing better. 
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iS te $6 Sellers One Feature of 
Honest B_ and 


Spring cireular 

Write for it now. 

Samuel Cohen Shee Co. 

72 Lincoln St., Beston, 
Mass. 








BONDWAY 


PROCESS 
festwear of remerk- 
emartness and 








SOND SHOE COMPARY, (82 Duane St, New York 
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WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY OO. 
693 Broadway New York City 
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| WHERE TO BUY 
Shoe Buckles & Fabrics 





Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
889 FIFTH AVE., NEW YORK 














M. E. Singleton, Banker, 
Heads Hamilton-Brown 


St. Louis, Mo.—Marvin E. Single- 
ton, of the St. Louis Union Trust Com- 
pany, trustee for the estate of A. D. 
Brown, has been elected president of 
the Hamilton-Brown Shoe Company, to 
succeed A. C. Brown, who has been 
president since the death of his father 
in 1914. Mr. Brown assumes the po- 
sition of vice-president. 
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WHERE TO BUY 


Store Fixtures 


Why Public 
Sales Don’t Pull 


[CONTINUED FROM PAGE 49] 


Shoe is so comfortable that your foot 
isn’t conscious of wearing it. And the 
smart looking, long wearing, and 
shape-keeping qualities are certain to 
please you. 

“Wednesday, Dec. 26, has been set 
aside to enable you to select a pair of 
these fine shoes before they are placed 
on sale to the public.” 

T. W. Broadwater, of the Propst- 
Childress Shoe Co., says: 

“No more storewide sales for us. 
Smashing big sales always mean un- 
satisfactory profits, if one will analyze 
them down to their logical conclusions. 
Early in January of this year we ad- 
vertised the fact that we were through 
with stated sales as they are commonly 
used. It was also announced that we 
would have such special daily sales as 
the merchandising policy of the store 
decided was needed. Recently, such a 
one-day sale was held. Shoes priced 
at $7, $9 and $11 were featured, but 
no comparative prices were used. 
very satisfactory response was felt. I 
believe that the general public is fed 
up on sales. Our 1929 policy is to mer- 
chandise finer, watch buying closer 
and to sell more of what is on our 
shelves. This will mean a considerable 
reduction in the number of odds and 
ends and a considerable increase in the 
net profits. The profits for the next 
few years must be made from rectify- 
ing the previous bad merchandising 
errors and from a reasonable pruning 
of the expenses.” 


James F. Casey Dead 


MIDDLEBORO, Mass.—James F. Casey, 
72, of Middleboro, one of the best known 
tra salesmen in the Brockton dis- 





It’s Emotion That Makes Sales 


[CONTINUED FROM PAGE 57] 


again to my consciousness that mem- 
ory stored away—that record of an 
emotion of rivalry — perhaps it was 
envy. It would, however, have hurt 
my pride and injured my self-respect 
to acknowledge to myself the real 
motif of that memory, so I began to 
find ol one reasons, why I 
should have a hat. I said to myself, 
I’ve been intending to buy a new. hat— 
a black derby. I guess this is a good 
time to do it. And so I went in and 
bought that hat. 

From what we have already said, it 
can be seen that our emotions furnish 
the fundamental drive for our conduct. 
Now, of course, education aims to con- 
trol thé emotion, and the highly edu- 
cated —- is apt to show less emo- 
tion t the uneducated in times of 
stress. However controlled the emo- 
tion may be, it is still there, taking a 
vacation it might be said, in the sub- 
conscious mind. 

The advertiser has arrived by ex- 
perience at similar conclusions. He 
does not know why, but he does know 
that the appeal to comfort, safety, 
beauty, cleanliness, sex, hospitality, 
are far stronger appeals than mathe- 
matics or philosophy. In this connec- 
tion, it is very easy to make the mis- 
take of overrating the ability of the 
average person to grasp the meaning 
of a printed message. This is because 
we are inclined to think of other ner- 
sons as being like ourselves. Actual 
figures show that the average indi- 
vidual in our population has the com- 
prehension equal to that of a thirteen 
or fourteen year old child. It is well 
to note that 25 per cent of the popu- 
lation will have a comprehension ap- 
proximating that of a _ ten-year-old 





child. If one wishes, therefore, to 
broadcast a message that would reach 
75 per cent of the population, he would 
write as to a child ten years of age. 
In the army during the last war, it 
was found inadvisable to expect the 
last 25 per cent of the troops to read 
or understand” printed instructions. 
Now these are rather startling fig- 
ures, but they are startling because, 
as I have said, everyone is inclined 
to think of other persons as more or 
less like himself. In advertising, there- 
fore, it is the wise man who will find 
out as to just what type of people will 
come in contact with his advertisement 
and write accordingly. This informa- 
tion can be only gathered by discrimi- 
nating tests. A mere matter of opin- 
ion cannot be trusted. The universal 
appeal of the motion picture and the 
phenomenal circulation of the picture 
newspapers indicate in a small way how 
many people prefer the easily under- 
stood picture to the less easily under- 
stood word. 

We might sum up the points we have 
made by saying, (1) that belief is a 
matter of desire and not of calm rea- 
soning—we believe what we want to 
believe, and (2), that feelings and emo- 
tions are the fundamental drives of 
our conduct. If, therefore, we can give 
a person what he wants and at the 
same time arouse a flow of emotion, we 
will go far towards creating a belief. 
When a person believes in our prod- 
uct, we have accomplished our pur- 
pose, but we must believe in our prod- 
uct ourselves and endeavor to give 
some weight of authority to back up 
our statements. The value of testimo- 
nials is based on this knowledge. 








Society Function—With Shoes 


[CONTINUED FROM PAGE 51] 


The evening mode featured highly 
colored crepes, brocades, hand-painted 
vamps, tinsel embroideries and overlay 
kids on velvet. Open shanks were out- 
standing in all types of footwear. 

This unusual presentation of smart 
footwear was the combined effort of 
Laird, Schober & Co. and Strawbridge 
& Clothier, both of Philadelphia, and 
was held at the Bellevue - Stratford 
Hotel. ‘ 

Mrs. Margaret Hayden Rorke of the 
Textile Color Card Association was 
“tea guest” on Thursday. Miss Lucy 
Parks of the Fashion Coordination Bu- 
reau spoke on Friday of the new en- 
semble. She busily answered inquiries 





until long after the tea hour and was 
enthusiastically accepted. 

The production was in charge of 
Madame Hamilton Jeffries, Fashion 
Editor of the Boor AND SHoE RE- 
coRDER. About 750 pairs of shoes were 
artistically grouped for display. The 
featuring of leathers from the Amal- 
gamated Leather Co. and Hunt Rank- 
ing tanneries were on either side of 
the rooms, and two nooks displayed the 
latest shades of water-snake. Mazur 
buckles in glorious combinations of 
colored stones and rhinestones were 
outstanding for their beauty. Also 
some unusual cut steel patterns were 
displayed. 








Golden Anniversary 


New York, N. Y.—Powell & Camp- 
bell, 122-124 Duane Street, shoe manu- 
facturing who celebrated their 
50th anniversary in business with an 
informal dinner at the Em Res- 
taurant, 298 Broadway, on the night of 





Feb. 6. Members of the firm, em- 
ployees and many friends were preseni 
for the occasion. The firm is one of 
the oldest shoe houses in the country 
and has long been established in the 
wholesale district on Duane Street. 

C. Godwin, of the firm, presided :! 
the dinner. 
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WHY 


They Sell More Shoes 


TS owners ascribe much of this 
store’s success to double use of 
its frontage. 


They were not content 
with window display for 
attracting actual passers- 
by alone, when a several 
times larger throng, 
some distance away in 
both street directions, 
could be drawn by use 
of a fine electric. 


Notice how the store’s 
location and name is fea- 
tured both by day, the 
sign unilluminated, and 
by night when brilliant 
with electric light—its 
effect is continuous. 
There is no waste—its 
“circulation” is _ right 
where your shoes sell. 





A color sketch, show- 
ing. how your name and 
business would appear in 
the electric words of x 
Flexlume, submitted 
without charge simply 
by writing the FLEx- 
LUME CORPORATION, 
1993 Military Road, 
Buffalo, N. Y. 


Sales and Service 
Offices in Chief Cities 
of U. 8. and Oan 








Szlk Stockings 
... from Practical 
to most Luxurious 


Van Raalte Hosiery offers you the ad- 
vantages of a line not only perfectly styled, 
but thoroughly well-balanced—from de- 
pendable long-wearing grades to retail 
at $1.50, to cobweb-fine novelties that 
make the daintiest woman feel a new 
sense of luxury. 


Style No. 637—$12 a dozen—a proof of Van 
Raalte’s serious study of the lower-price-end, a 
new chiffon, with beautiful square heel. For 
immediate delivery. 


Style No. 646—$18 a dozen— the all-silk chiffon 
with novelty Persian panel. 


Style No. 678— $30 a dozen—a 51-gauge chiffon 
with exquisite color lined hem, emphasizing the 
open-work lace patterns which differ with each 
color stocking. 


Style No. 679—$33 a dozen—very sheer ingrain 
chiffon with smart lace clock—and dainty lace 
circlet of “June-tree” design beneath the welt. 
With a champagne and purple picot. 


VAN RAALTE COMPANY 
295 Fifth Avenue, New York 
; Makers of Silk Stockings 

LK Glove Silk and V.R.-Tex Underwear 


= ‘ = Silk and Suede Fabric Gloves 
FLEXLUME 
ELECTRIC DISPLAYS 
Tube—Glass Letter—Exposed Lamp—Combinations 
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POSITIONS WANTED 
LINES WANTED 

ALL 
ALL gmp Racy 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

OTHERS 

7c per word. Minimum Charge $1.25 

per inch. Allow 45 words to an inch 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
Wheu advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the 
vertisement and paid for accordingly. 


Payment in advance is required, except when 
advertisers, as amounts are too small to open accounts. 





g 


t 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














The Educator Shoe 
Corporation of America 


fs ready to give consideration to appli- 
cations from first class salesmen for 
territory centering in 


CHICAGO 


and including Illinots and Southern Wie- 
consin. Only interested in men of proved 
ability with thorough knowledge of the 
territory, and whose past record shows 
successful and intimate contact with the 
dominant retailers therein. Applications 





proper calibre. 
Also have several territories in Mid-West 
and Bouthoest - whtch applications 
will be given attention. 


Address applications personally to J. P. 
Macfarlane, General Manager, Educator 
Shoe Corporation of America, 225 West 
34th Street, New York City, N. Y. 











WANTED 
Sal 
Sipleemen Fa ay of Chicago inating 
~~ trade. Drawing account a 


Children’s shoes. as ee 
boys’ fom ge I~ ge EL In 


D-940, care Boot & Shoe 
' —_— 80 Federal St., Boston, 
ass. 








Salesmen Wanted 

















WANTED—For the followi territories: 
ew 


N 
homa, Arkansas, 
salesmen 


peat Fe ge Romper mall 
carried and three 


New re nmsas, Okla- 

Texa ew Mexico, oo. 

with an as 

a side line “RINDER-GARTEN” ao for 
children. Goodyear welts, 





to carry side 
Noveltice in stock. 


commission 
opportunity for man. Must have ref- 
3 rst letter. Man-Gold Shoe Co., 


erences in fi 
1418 Washington Ave., St. Louis, Mo. 





WANTED: 


For ALABAMA, ARKANSAS, IL- 
LINOIS, INDIANA, MISSISSIPPI, 
SOUTH CAROLINA, TEXAS, - 
GINIA and other desirable terri- 
tories, salesmen to carry as side 
line the fastest short line of ladies’ 
Corrective McKay Arch _ shoes 
priced at 93.85 and $2.85. All num- 
bers carried in stock in four widths. 
Liberal commissions. Good oppor- 
tunity for big earnings. Address— 


CORRECTIVE SHOE CO. 
ST. LOUIS, MISSOURI 





Buckle Salesmen 


We wish to add Sepsneeesatooee to sell 
our exclusive imported cut steel buckles. 
Only energetic men with retail women’s 
shoe trade followings need apply. Our 
buckles are a splendid side = to men 
interested in good earnings. hs 

D-955 care Boot & Shoe Re- 
Sarees bes W 39th St., New York 











WANTED—SALESMAN 
(Gentile) 


to carry Children’s, Misses’ medium 
priced welts as side line in Virginia, 
North Carolina, South Carolina, 
Georgia and Florida. Commission 
only. Address D-948, care Boot and 
Shoe Recorder, 80 Federal St., 
Boston, Mass. 








Experienced Salesmen 
Wanted 


We have the following choice territories 
open : 


Texas 

ene 

owa 
ichigan 

Noceh and South Carolina 

Minnesota and North Wiscon- 


For a line of Men’s and Boys’ work shoes. 

Also complete line of children’s shoes. 

Drawing account and commission. 

In stock te 

Address D » care Boot & Shoe 

—— so 30 Federal St., Boston, 
ass. 
























EXPERIENCED shoe man, ten years mana- 


ger Chain Store, first class window trimmer 
and show card writer. Pleasing. personality. 
Best reference. Address D-942, care Boot and 


Shoe Recorder, 80 Federal St., Boston, Mass. 





| MPORTER ef men’s woven sandals, made in 


England by 


factory turning out shoes of 


superior workmen, & fit a! weality. priced 


to compete with 


S, Car- 


ried in stock, Sal all cn aah ht, requires hus 


tling 
Shoe 


salesman. Address D-9 1, care Boot and 
Recorder, 80 Federal St. Boston, Mass. 





oe now calling on the ry shoe 


infants’ wear departments and Baby 


Shope, to to sell Dr. Ray’s PADD LERS,” Dr 











commission 
C. Goodger, Inc., Mfrs, Rochester, N. v. 


“Cushion ‘Soles’ and “STORKLET” 
ional 


sy" Soles and Moccasins. oppor- 
tunity. Good a ge payable monthly 


95% service from stock. 
mission 


open. Give references 
ried. Confidential. 


You 
on all mail orders. dood Tana 
and present 
Address Sales Manager. 


274 Sanford St., Rochester, New York. 





Fe el ae S So ene teem in 
tunity for a shoe salesman who is. allowed 


carry a side line. A 
references with their 


rst 9g oy 


D-903, care Boot and Shoe Recorder, 189 W 
Madison St.. Chicame, 


mn. 





RARE GETORSUNET T+ Ne are ain 
which we have no gg a trade: , - ah, 
Louisiana, Mississippi. ~—— hh Wash- 
ington, A Mexico, 
, Tennessee, Things and My | 


of St. Louis, ‘ant men to-carry our line of 
Stock Leather House Slippers as side line. 





Must live on cover same close by 
auto. Give full lars in first letter. No 
drawing settlements aneinet 
—s one. Easiest ommety in pwnd 


Maid-Rite Cor. F anufacturers). 


35 3 York Lg ey Brooklyn, N 


LIS tote wanted Ser 2 Ot eles 

eg 7 . y —. Page| 
ew J 

yg Mg ®y ~E 

Shoe Recorder, 80 Federal St., Boston, Mass 

















o 


EXCEPTIONAL OPPORTUNITY open 


states of Mississippi and Alabama for sales- 
man to sell hi 
footwear made 


ton. Mass. 





ERSEY salesman who has 9g 
wanted by New York Wholesale Shoe House. 
Give reference and all information in first 
letter. Also have opening for New York. Ad- 


dress D-952, care Boot and Shoe Recorder. 80 


Federal St., Boston, Mass. 





WAN 


Choe Co., 


tablished 


TED—Salesman for Pennsylvania, 





full com- 


lines car 


must submit 
Address 


quality light weight rubber 
2 y nationally known manufac- 
turer as a side line. Prefer man carrying small 
line of shoes who is: accustomed to selling the 
better class of trade. 
Boot and Shoe Recorder, 80 Federal St., 


Address D-951, care 
Bos- 


ood following 


es- 
territory for women’s nov-ltv 
ehnes an liberal commission basis only. Helfand 
116 West Broadway. New Vork Citv. 
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SALESMEN WANTED 


HELP WANTED 





SALESMEN calling on findings jobbers to 

sell improved sponge rubber grippers and 

heel cushions on commission. State qualifica- 

tions and territory. Address D-949, care Boot 

- Shoe Recorder, 80 Federal St., Boston, 
ass. 


bgp gan line salesmen. Mationeiiy 
known manufacturer of women’s hig 


corrective welts has opening for success- 

side line men in Eastern and Southern 

Staten. Twenty-five fast moving in-stock num- 

bers. Unlimited opportunity. | Commission, 

eight percent. State line now carrying. Address 

D-950, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 








Sirs. line of WANTED to carry manufactur- 

er’s ee priced ladies’ boudoir 

on Pa Straight commission 

= Write to Rivoli ‘Slipper Co., Inc., 651 
Broadway, New York City, N. ¥ 





HELP WANTED 








sales organization. 


503 Atlantic Ave., Brooklyn, N. Y. 





An Opportunity for a Sales Manager 


A rare opportunity is presented to the best shoe trade salesmanager avail- 
able. We are a leader in our field and are seeking an aggressive hard-hitting 
thoroughly experienced sales executive who is not afraid to leave the swivel- 
chair and go right out into the field in an effort to build up our present 
To the man who possesses a proven record of accom- 
plishment in the shoe trade, and who will meet our requirements, a very rare 
opportunity is presented. Such a man can earn an interest in this nationally 
known firm without investment on his part, as well as a handsome salary. 
Address inquiries together with a brief outline of your career, to Box 100, 


(Our staff has been informed of the insertion of this advertisement) 








SALESMAN WANTED to carry line of Chil- 
dren’s and Misses’ Turn shoes, territory 
open, Pennsylvania, Washington, Ohio and Vir- 
ginia. Address D-959, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





S'DE Line Salesmen covering territory West 
of Mississippi River and also Eastern States, 
to carry high grade “RELAX” line of Men’s 
leather sree, paying 7% commission. State 
territory perience and_ references. 
THE BIG * “Ke SHOE CO., 426 West 4th St., 
Cincinnati, Ohio. 








FOR LEASE 





T2 LEASE—100% location for Shoe Store 
_ in prosperous town of 10,000 population, 
central Pennsylvania; ideal for chain store. 
Reasonable rental. Lease to suit. Address 
D-943, care Boot and Shoe Recorder, 214 So. 
12th St., Philadelphia, Pa. 





LINE WANTED 


INE WANTED—A line of ladies’ novelty 

shoes for part of the state of Texas. I have 
an established business of $175,000 a year. 
I am going to make a change and would like 
to have a snappy line | novelties to sell at 
$2.85, $3.35 and $3.85. I will be at the Shoe 
Convention, Ft. Worth, Texas, Feb. 11 to i 
I am at present employed. Can give best of 
references. Address D-953, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 








WANTED 


General line of shoes on consign- 
ment. I have a good location. 

te with “The West 
Division Shoe Repair Shop,” 1123 
W. Division St., South Bend, Ind. 














POSITION WANTED 





WOMEN’ S novelties or Men's line to retail 
$2.98 to $4.98 for Southern states, four 
years in this territory, good references. Ad- 
dress D-954, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 





POSITION WANTED —Fifteen years’ experi- 
—_ as buyer and manager of Men’s, Wom- 
dren’s shoes. Am 35 years old, 
Married Can give A-1 references. Four years’ 
Chain store experience. Want something in the 
South. Address D-956, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





POSITION WANTED—Manager and buyer 
of high grade retail store or department. 
Single, age 29. Ten years’ experience as man- 
ager. At present manager of high grade de- 
partment doing $200,000 business annually. 
I will also consider a good road job. Address 
D-957, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





AMAN having thorough knowledge of retail 
shoe business, now holding a traveling po- 
sition, desires a position as we or manager. 
Address D-960, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 











FOR RENT 


FOR. RENT—Business building in Zanesville, 
Ohio, consisting of three floors 20% x 80 ft. 
floor with or without two 
upper floors. Best location in city. Long lease. 
Can give possession April ist. J. A. Justus, 
430 Main Street, Zanesville, Ohio. 





Will rent ground 





FOR SALE 





BRICK BUILDING, 41 x 120 feet, four 
stories and basement, situated in wholesale 
district, within 1000 feet of freight and express 
depots. Direct railroad facilities north, east, 
south and west from this point. Good location 
for branch in-stock department of large manu- 
facturer, any line. Further particulars, address 
Charles C. Scott, Lowndes Building, Clarks- 
burg, W. Va. 





WANTED TO PURCHASE 





ILL buy a family shoe store located in 
New York or New England. Box 27, 
Elmira, N. Y. 





BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 
income in service fees. A new system 0 
foot correction; readily learned by any- 
one at home in a few weeks. Wasy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson bora - 
tory, 21 Back Bay, Boston, 








MERCHANTS’ NEEDS 








MYERS rine 


‘MODERNIZE STORE 
4 To provide adequate stor- 
age facilities for shelf stock 
+i —to make it accessible and 
convenient for clerks and 
r] stock men to handle with 





J absolute safety —to insure 
quick service for wholesale 
or retail pode sna one 
MY NOISE- 
CUSHION TIRE 
STORE LADDERS. 


Deep tread steps, ri length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
Cope | finished— 
any height—easily installed 

—meets most requirements, 

Circular on request, 


mt FE MVERS & BRO.cot 

















ASHLAND, OHIO. 
§PUmPS-WATER SYSTEMS-HAY TOOLS - 00oR nAnsenell 








TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 





596 Broadway, New York, N. 2 











HIGHEST CASH PRICES 
PAID 


Igseoe akon ove” ‘Trassection eens 











DISPLAY |, 
FIXTURES | 


3 OF THE BEST ONLy 


OF EVERY |} 
DESCRIPTION 


Send for Catalog 
B46 


493 SEVENTH AVE- NEW YORK 











96 





” NEEDS 








Beautiful Window Displays— 
Low Cost 
Levine Display Studios 
Oreate, Construct and Install 
Shoe Window ys 
Complete a See at Rental 
Window Dressing by Experienced Men 


261 W. 42nd St., New York City 
Wiscon 6659 











The Wonder Buckle 
Holder! 


a 











- 








| Inquire Your Jobber or Direct 


Deauville Import 
38 W. 32nd St., 


Corp. 
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Want Field Plant 


NortH Easton, Mass.—In an effort 
to encourage officials of the Field 
Bros. Shoe Co. to locate their branch 
factory in this town, in a portion of 
the Ames Shovel Works plant, in- 
fluential Easton and North Easton bus- 
iness men have named two committees, 
one of whom will endeavor to raise 
sufficient funds to finance the proposi- 
tion and another to work with officials 
of the company in an effort to effect 
the change. The Chamber of Com- 
merce is aiding in the movement to 
bring the new business to town. At 
the present time plans for a location 
of the branch factory in Randolph are 
said to be in abeyance. 





MERCHANTS’ NEEDS 








Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 





Made in ali styles 
to suit any shelving 
conditions, 





Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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Land Mark Vanishing 


Boston, Mass.—The offices of 
Mitchell, Welch Co., George F.-Carleton 
& Co., Inc., Curtis & Jones, C. W. Dean 
& Co. and other shoe firms are being 
moved from 89 Bedford Street, to 111 
Lincoln Street. The building at 89 
Bedford Street is to be remodeled. The 
first floor of it has been used for shoe 
sales offices for as long as the oldest 
denizen of this market can tell. Some 
of the shoe firms have had offices there 
for a score of years and more. 


WANTED TO PURCHASE 


BOWS f Spring 











such as 
Lido, Sunburn, Marron, etc. Solid 
Colors and Two Tone effects. 
Bows for all sorts of Pumps. 


Sample Pairs on Request 


Lincoln Store Supplies Co. 
1508 Washington Ave. 











7 =) es 


DISTINCTIVE 
MWIMANE A/T MARK 


F.H.KLUGE 
WEAVING CO. 


NY ¢ 


arTID 


WV C N N &I140 















means the best-looking and 
best-made house slipper on. 


Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 


Catering to the 
SHOE and LEATHER 
INDUSTRY 





the market to all expert In the 
buyers of footwear—rubber 
Heart of 
IN or leather heels. In Times Sq. 
colors or black. Your 
STOCK jobber has them—or 
36 Pair Cases write to us. 











vv 
. 
Mass. )xX£i 








Largest and Most Comfortable Sample Rooms 


in New York 


Moderate Rates Under New Management 
Wire Reservations at Our Expense 
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The BACKBONE 
of the Shoe » = 


Z as the spinal column sustains 
and gives firmness to the human 


frame, so too the Crawford Shank 
supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 


keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


One end of the Crawford Shank 
is slotted and fitted around a split 
rivet so that it will slide back and 
forth as the weight of the body sohtnlt awet. 
is applied and removed from the ——— Lonearee war 
foot, yielding just enough, under PeRmcTiON Ne 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


U/C 


O/taiss 













































ear reer recente vn 


sa ears 
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The Boot and Shoe Recorder 


Serves in 


is Se ee ee ee only “more” but “right”; sold 
eee abet as wed This tothe great problem of the rete 
= 2 ood The chief , ee ee SuHoe Recorper 
ist a f Pr Pe Rayer BP Salata oo echoes at beoer, 
e 
sien their and distribution 


In this Issue— 


It’s EMOTION THAT MAKES SALES.. By John F. Bresnahan, M.D.... 47 


Desire, Not Logic, the Ruling 
Factor. 


Wuy Pustic SALES Don’t PuLL.... By Harry R. Terhune.......... 48 
The Private Sale Works Better. 

A Society FUNcTION—WITH SHoEs At Philadelphia ............... 50 
Reaching the Public. 

THE VOICE OF THE RECORDER So ae Opinions of the Editor......... 52 

VARIETY IN THE WINDOW.......... From a Few Simple Fixtures.... 54 

Pep Up THE SALES ............... With New Selling Ideas Weekly. 56 

Let’s SELL THE NEW FARMER...... DSTORE cn ccccceseccccs 58 
Who Is Now as Style Wise as the 
City Man. 

WHo’s WHO ON THE ROAD......... By Helen.M. Haney............ 75 
News of the Travelers. 

SHoe MERCHANT NEWS............ About Retatlers 2.6 cccccccccees 81 

SHOE MARKET NEWS ............. About Manufacturers ......... 88 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING CO. 








WILLIAM M. LEBRECHT, Treasurer 
Vice-Presidents 
H. WALTER SCOTT 
Secretary 
ARTHUR D. ANDERSON 


GEORGE W. R. HILL B. C. BOWEN 


Directors of the ration, in addition to 
the above-named . are as follows: 
A. C, PEARSON : Hues M. Bow=zn P. M. FauRENDORF 
Owzn A. THOMAS CHARLES H. FuRBER R. L. SEWARD 











SUBSORIPTION RATHS 





ae eter of the Boor anp Sow Rsocompme is $3.00 for one year, which includes 
in its fi 
postage Ui ye peenten, Seat, Fae, Meee 008 ts, colontes 
FORBIGN SUBSORIPTION—The price to all fereign countries except the above is $6.00 per 
All subscriptions are payable in Single copies 25 cents, 
FI mv reach us ae 60 tenet tte fogs betve date desue 
4 Sia Sat St Sorc cannot be sent a nt Ry FA... 
» your new address be sure aiso to send us 
fatiara te, send, Sbvance notion Wish your new adurem. Se vurg. sie 








Entered as second-class matter Sept. 19, 193 Se Teg Clee gf Mew Yak, BY. enter the ot of 
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BOOTS AND SHOES 


Air-O-Pedic Shoe Co., Boston, Mass....... 29 
Alden, C. H., Co., Abington, Mass........ 32 
Ault-Shackford Shee Co., Auburn, Me..... 59 


Ault-Williamson Shoe Co., Auburn, Me.... 69 


Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 89 
Blog Shoe Co., New York City............ 96 
Bond Shoe Co., New York City........... 91 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. 96 


Chapline-Mayer Shoe Co., Milwaukee, Wis. .6-7 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. 


Cohen, Samuel, Shoe Co., Boston.......... 91 
Colt Cromwell Co., Inc., New York City.. 78 
— Shoe & Leather Co., Whit- 


EE, DS Se ccewesccceecesesoecccocsce 88 
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Coon, W. B., Co., Rochester, N. Y........ 80 
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Drew, Irving, Shoe Co., Portsmouth, Ohio.. & 
— Stanley Shoe Co., Cincinnati, 
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Educator Shoe Corp., New York City..... 71 


Edwards, J., & Co., Philadelphia, Pa., 
4th Cover 


Emerson Shoe Mfg. Co., Rockland, Mass.. 88 


Footwear Guild, Inc., Boston, Mass....... 46 
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MACHIN —. 
RESSINGS, 


Beckwith Mfg. Co., Boston......... panne 100 
Delmar Stevens Co., Chicago, Ill 
Everett & Barron Co., Providence, R. I... 86 
Kluge, E. H., Weaving Co., New York City 96 
United Shoe Machinery Corp., Boston, 

Mass 28, 68, 70, 97 
United Fast Color Eyelet Co., Boston, Mass. 67 


MISCELLANEOUS 


a. pee Hamilton Institute, New York 
ity 


Central Mfrs. Mutual Insurance Co., Van 
Wee, GERD  csvcescvcceveccocccce seeeeee 74 


Export Surplus Purchase Co., Inc., New 
We GE acecewerwesesccccccssecesscces 95 


Glauberg, Max, New York City 
Hotel Claridge, New York City 
Meyer, Frank B., Co., Inc., Brooklyn, N. Y. 96 


Penney, J. C., Co., New York City 
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ACext Meek 


you will find 
in the 


Boot and Shoe 


REAT progress has been made 

in two decades. Orthopedic 
shoes, as a major feature of correc- 
tion, have made tremendous forward 
strides in that space of time. Are 
feet now to become a means of loco- 
motion between chairs? In Childs on 
Fifth Avenue, they say, “We can al- 
ways tell a pedestrian, because when 
he sits down he relaxes so quickly 
and stays so long.” 

The greatest progress will come in 
the shoe man’s fitting-duty to the hu- 
man race. Byrd says, “A flapper in 
her early nicoteens is much like the 
penguin, flopping and flapping 
around, helplessly inadequate.” 

To forestall the day when the hu- 
man will have no use of his feet, we 
publish an issue challenging the 
ability of an industry to serve this 
most promising and profitable field. 


LSO, in the same issue, does the 
store close the mind of the man 
to the next pair of shoes for six 
months ahead when it sells by dura- 
bility, instead of desirability? When 
a pair is bought is the store and win- 
dow forgotten until positive need 
forces reattention? How to irritate 
favorably masculine attention—read 
the sixteenth issue. 
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Shoes on this page 
by 
The Capitol Shoemakers 
of St. Louis 
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Fashionable footwear on a firm foundation 


HE Capitol Shoemakers of St. Louis have selected 
INVISIBLE MIDDLESOLE as the most dependable foun- 
dation upon which to build their fashionable footwear 
creations. INVISIBLE MIDDLESOLE means a damp-proof, 
squeakless sole with longer wear and greater comfort. 











Specify INvisipLE MIDDLESOLE in your next order | 


BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 
STATLER BUILDING . BOSTON 














